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By ROBERT B. MITCHELL 


The study of association group cov- 


h erage made by a firm of consulting 
y actuaries at the request of the New 


York State Assn. of Life Underwriters 
for the benefit of the Onondaga Coun- 
ty Medical Society was made avail- 
able this week to insurance papers 
by Harry K. Gutmann, Mutual of New 
York, New York City, president of the 


' state association. 


The report is the one referred to by 
NALWU Trustee R. Edwin Wood, Phoe- 
nix Mutual, San Francisco, in an open 
letter he recently sent to fellow trus- 
tees urging a campaign against the 
spread of association mass coverage 
plans. 


X Doctors Rejected Plan 


Mr. Gutmann reported that the 
Onondaga County Medical Society, 
after studying the actuaries’ report, 


# wrote the state life underwriters as- 


sociation: 

“We concluded that group life in- 
surance is impractical and perhaps a 
dangerous venture for a membership 
association in which the entire cost 
falls on the individuals insured and 
the presumed ‘savings’ are therefore 
illusory. 

“We concluded that it is also im- 
practical for individuals bound togeth- 
er only in common professional as- 
sociation and being independent in 
their respective thinking and planning 
in such matters as retirement pro- 
graming, to embark on a group an- 
nuity plan. The possible savings ap- 
pear insufficient to override the con- 
stricting aspects of the common plan.” 

In releasing the report, prepared by 


| Actuarial & Pension Associates of 


Chicago, Mr. Gutmann suggested that 
a similar analytical study might be 
continued by NALU as a contribution 
to the factual information available 
on this particular aspect of group in- 
surance. He said that in his opinion 
the matter is one of educating every- 
one concerned as to the true nature 
of association group as distinguished 


Flemming Meets With 
A&S Industry Heads 


Top representatives of the A&S in- 
dustry this week attended a confer- 
ence called by Secretary Arthur S. 
Flemming of the Department of Health, 
Education & Welfare in Washington, 
D. C., for the purpose of discussing the 
industry’s views on the Forand bill and 
a possible substitute. 

The A&S officials were on hand re- 
portedly to find out whether the ad- 
ministration had decided on any plan 
to propose as a substitute for the For- 
and measure and also to find out how 
HEW would feel about an industry 
sponsored substitute. 

However, Robert R. Neal, general 

(CONTINUED ON PAGE 29) 





from employer-employe types of 
group life insurance and group annui- 
ties. 

The New York State Assn. of Life 
Underwriters had been asked by the 
medical society for an opinion on the 
value of association group life and 
group annuities for its members. The 
state life underwriters association de- 
cided that any opinion submitted by it 
might well be regarded as biased. It 
decided to engage an independent ac- 
tuarial firm to study the entire area 
of association group life insurance 
and annuities. 

The first sections of the report cov- 
er the scope of the report, the history 
of group insurance for professional as- 
sociations, the legal requirements and 
the underwriting principles involved. 


The report goes on to point out that 
many projected association group plans 
fail very early because of difficulties 
within the association. 

“Only strong: associations can ex- 
pect their members to buy something 
recommended,” it comments. “An as- 
sociation which has some difficulty 
obtaining dues from members obvi- 
ously does not command the loyalty 
needed to obtain larger contributions. 
A man of professional status may be- 
long to several associations. He 
will generally join a program only 
if it is recommended by the one as- 
sociation he considers most important 
and with which he feels himself close- 
ly identified. 

“It will be evident that the mem- 

(CONTINUED ON PAGE 31) 





$9.9 Billion Sales 
For Pru; Ordinary 
Was $6,528,000,000 


NEWARK—Prudential’s 1959 sales 
were $9,944,000,000, insurance in force 
increased $6,350,- 
000,000 to reach 
$76,874,000,- 
000, while interest 
on investments, 
before federal in- 
come taxes, rose 
from 3.99% in 1958 
to 4.19%. 

These and other 
operating figures 
were announced 
by President Car- 
rol M. Shanks at 
a press luncheon 





Carrol M. Shanks 


Tuesday. 

The sales were nearly a billion dol- 
lars less than in 1958. Mr. Shanks said 
this was largely attributed to the steel 
strike. Not only the length of the 
strike but the long anticipation of it 
and the beit-tightening among policy- 
holders for some time after the strike 
was settled contributed to the dip in 
sales. Prudential has a great deal of 
business in force in areas affected by 
the strike. The strike affected not only 
the buying power of steel workers but 
that of thousands of persons depend- 
ent on the steel business and its em- 
ployes. 

In spite of lower sales, the rise in 
Prudential’s insurance in force in 1959 
was $949 million greater than the $5,- 
401,000,000 increase of the previous 
year. One of the main reasons for this 
seeming paradox, said Mr. Shanks, was 
the careful attention the agency force 
gave to keeping insurance in force. 
Even the lapsing traceable to the steel 
strike was gratifyingly small. 

The breakdown of 1959 life insur- 
ance sales by lines was ordinary $6,- 

(CONTINUED ON PAGE 25) 


A. N. Beardshear 
New Life Editor 
Of Rough Notes Co. 


Albert N. Beardshear has been ap- 
pointed editor of life and health publi- 
cations of the 
Rough Notes Co. of 
Indianapolis. He 
will edit the Insur- 
ance Salesman 
magazine, the Es- 
tate-O-Graph, and 
the company’s line 
of life and health 
pictorial sales ma- 
terial including 


envelope enclo- 
sures, folders, 
cards, brochures, pe ee 


visual sales books, 
and supplemental material to be used 
with its sales training film. 
Mr. Beardshear has been advertising 
(CONTINUED ON PAGE 25) 





Analysis That Unsold Medical Unit SEC Decisions On 
(On Association Group Is Released 


Variable Annuity 
Offer Little Aid 


Attempt To Force It Into 
Investment-Company Mold 
Poses Difficult Problems 


WASHINGTON—Securities & Ex- 
change Commission has granted a 
number of the exemptions from the 
1940 investment company act that Var- 
iable Annuity Life and Equity An- 
nuity Life had requested—but it has 
tied them up with reservations and 
has denied requests for other exemp- 
tions, so that the net result is to leave 
the companies facing a series of hur- 
dles only slightly less formidable than 
before SEC gave its findings and opin- 
ion. 

The official SEC News Digest says 
that the SEC decision “exempts these 
companies from the prohibitions of the 
investment company act against the 
issuance of senior securities.” 


Exemption Was Necessary 


“Since these variable annuity con- 
tracts are senior securities in relation 
to the companies’ capital stocks, an 
exemption was necessary to permit 
their issuance,” the News Digest com- 
ments. “The decision points out that 
the variable annuity contracts are de- 
signed to place on the contract holders 
the investment risks ordinarily asso- 
ciated with the common stock of an 
investment company, as distinguished 
from the usual type of fixed-obligation 
senior security. The exemption is 
based on this characteristic of the con- 
tracts as well as various protections 
for investors which are present in the 
insurance laws to which the compa- 
nies are subject, undertakings by the 
companies as to maintenance of assets 
and the fact that, under the commis- 
sion’s order, the companies will be 

(CONTINUED ON PAGE 30) “ 








ee Posing for a 

8 > group portrait are 
division and serv- 
ice leaders of 
Equitable Society’s 
advertising, publi- 
cations and press 
relations depart- 
ment which was 
recently expanded 
into four divisions. 
Seated, from left, 
are Goldie Dietel, 
manager, adver- 
tising and promo- 
tion division; Vice- 
president’ Charles 
R. Corcoran, who 


heads the department; Henry Lloyd, manager, press relations division. Standing, 


from left, are Richard E. Sieber, director, art and production division; Walter 
Bussewitz, assistant manager, community relations and special events; Daniel 
J. Lyons, assistant manager, information and press service; Bruce Roberts, edi- 
tor of Agency Items, Equitable’s agents’ magazine, and Forest J. Skogvold, 
manager, publications division. Unable to attend photo session was Joseph 
Graham, editor of Equinews, home office publication. 
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1959 Life Company Statements 


CONNECTICUT MUTUAL LIFE 

Connecticut Mutual Life’s assets in- 
creased $80 million in 1959 and at year 
end totaled more than $1 billion. In- 
come for the year totaled $238 million, 
a gain of $14 million, and $153 million 
was invested with a gross rate of re- 
turn of 5.49%, up 22 basis points. Net 
rate of return on all invested assets 
before federal income taxes was 4.19% 
a gain of seven basis points. The new 
rate of return after taxes was 3.68%. 
Benefit payments totaled a_ record 
$90.9 million and $29.550,000 was set 
aside for 1960 dividends. 

Total life sales amounted to $573 
million, a record, and insurance in 
force at year end was $4,343,998,000, a 
gain of $343 million. 


FEDERAL L.&C. 

Federal Life & Casualty’s insurance 
in force at Dec. 31, 1959 was $455,- 
500,000, a 15% gain over 1958. Gross 
premiums collected last year were 
$16,532,000, up 16%. The company 
ended the year with assets of $16,879,- 
000 and gross surplus of $2,730,700. 


KY. CENTRAL L.&A. 
Kentucky Central Life & Accident 
in 1959 increased its profit from $686,- 
000 to $971,000. Insurance in force went 
from $144 million to $164 million, and 
assets gained $1,485,000 to $24,845,- 
000. 


OLYMPIC NATIONAL 

Olympic National Life wrote 60% 
more new ordinary life in 1959 than in 
1958, new ordinary exceeding $14 mil- 
lion. 

Total insurance in force was $90,- 
154,000 at the close of the year, an 
increase of 19.2%. 

Income exceeded $3 million, made up 
of $2,428,000 in premiums and $675,000 
from investments. Expenditures totaled 
$2,294,000, of which $1,067,000 was 
paid to beneficiaries and policyholders. 
Assets increased $1,037,000 to $12,279,- 
000. 

Approximately 80% of the business 
has been written on the lives of Wash- 
ington residents but plans have been 
initiated for extending operations more 
aggressively into other northwest 
states. 

Directors declared a dividend of $1, 
an increase of 30 cents. 


PROTECTIVE LIFE OF ALABAMA 

Assets of Protective Life of Alabama 
at year end were $97,672,000, a gain 
of $5,448,000. Insurance in force was 
$1,090,119,000, up $5,447,000. Premium 
income for the year was $23,994,000. 


SUN LIFE OF CANADA 

Sun Life of Canada’s assets at year 
end totaled $2,307,000,000, a $92 million 
gain, and total 1959 sales were $1,041,- 
000,000, up $52 million. Insurance in 
force at year end was $8,938,000,000, 
an increase of 6.9%. Some one-third of 
the total in force is in the United 
States. Benefit payments totaled $179 
million, a gain of $20 million. Total 
income was $372 million, up $21 
million, and net earnings on invested 
income were 4.4% as against 4.28% in 
1958. In 1960, the company will pay 
some $38,700,000 in dividends under an 
increased dividend scale, effective 
April 1, on most participating policies. 


UNITED OF CHICAGO 

in force of United of 
$50,677,589 in 1959 to 
increased $11,- 


insurance 
Chica rose 
$708.8: > Assets 
16.116 
$81,5€6.623 and 


investment income amounted to $4,- 
936,712, up 18.06%. Investments 
yielded a return of 4.10% against 
3.88% in 1958. United added $3,018,- 
440 to capital and surplus, which now 
totals $19,663,984. Cash dividends to 
stockholders totaled $1,462,500, up 
46.2%. A 50% stock dividend was also 
issued in 1959. 


WEST COAST LIFE 

West Coast Life ended 1959 with 
$654,903,000 in insurance in force, 
$89,577,748 in assets, $19,128,554 in 
total income, and $11,540,450 in policy- 
holders’ benefit payments. Net in- 
come after taxes amounted to $1,149,- 
911 compared with $1,324,370 for 1958. 


WESTERN STATES LIFE 
New business of Western States Life 
rose 22% in 1959, and insurance in 
force increased $12 million to $100,- 
681,135. Assets now total $20,876,955 
and capital and surplus amount to 
$1,952,540. 


Ky. Life Insurance 
Week Set For NALU 


Midyear Convention 


WASHINGTON—The 1960 midyear 
meeting of NALU will be welcomed 
to Kentucky March 20-24 by a state- 
wide life insurance week proclamation 
by Gov. Combs. The meeting will be 
at the Brown Hotel, Louisville. 

It is expected that local life under- 
writer associations throughout Ken- 
tucky will implement the statewide 
observance. Special life insurance 
week materials—newspaper releases, 
radio and TV scripts, posters, printed 
pieces, blueprints for public service 
programs, etc.—have been distributed 
by the NALU public relations depart- 
ment to all 16 local associations in 
the state. 


Two Innovations Noted 


Two innovations will mark the mid- 
year meeting—a community affairs 
forum Tuesday morning, March 22; 
and an extra half day’s session of the 
national council Tuesday afternoon. 

The Tuesday morning forum will 
pinpoint the several community serv- 
ice projects currently sponsored by 
NALU. They include the anti-infla- 
tion, public service award and social 
security ‘containment’ programs; as- 
sociation-school liaison, establishment 

(CONTINUED ON PAGE 18) 


List Speakers For 
Boston Sales Rally 


Meeting the challenge of change 
will be the theme of the New Eng- 
land sales congress sponsored by Bos- 
ton Life Underwriters Assn. at John 
Hancock Hall, Boston, March 10. 

Speakers for the conference will in- 
clude Charles F. Phillips, president of 
Bates College; Daniel H. Coakley, New 
York Life, Boston; James B. Rowe, 
general agent of John Hancock, Char- 
lotte, N. C.; Kenneth L. Anderson, 
vice-president of Insurance R&R, 
and W. Walter Smith, Metropolitan, 
Rutherfordton, N. C. 

Also included in the program will 
be a table-hopping session conducted 
by technical experts from the Boston 
area. 








Leonard J. Goist Jr., Columbiana, 
O., has been named Midland Mutual 
Life’s man of the month for January. 


MULLER SENIOR V-P 


Equitable Advances 
Merle A. Gulick, 
Horace H. Wilson 


NEW YORK—Equitable Society has 
elected Merle A. Gulick vice-president 
in charge of public relations and per- 
sonnel, effective at once, and Horace 
H. Wilson, manager of one of Equit- 
able’s New York City agencies, as 








Merle A. Gulick 


Horace H. Wilson 


vice-president to succeed Mr. Gulick 
as vice-president in charge of the 
group department, effective April 1. 
Both men have been with Equitable 
throughout their business careers. 

Mr. Gulick served as a supervisor, 
Philadelphia group manager and New 
York group manager before being ap- 
pointed director of public relations 
and executive assistant to the presi- 
dent. After navy service he returned 
as general manager of the group de- 
partment, becoming 2nd _ vice-presi- 
dent in 1950 and vice-president two 
years later, with over-all supervision 
of the department’s sales and admin- 
istration. 


Heads College Boards 


Chairman of Hobart and William 
Smith colleges, Mr. Gulick is also a 
founder of the Coast Guard League, 
chairman of the Greater New York 
committee of the American Industry’s 
National Fund for Medical Education 
and vice-chairman of the fund’s sup- 
porting membership committee. 

Mr. Wilson is. the son of the late 
Jerome J. Wilson, long-time Equitable 
manager at New York, whose agency 
Horace Wilson joined in 1920. The 
latter became head of the agency 
when Jerome Wilson died in 1935. He 
is a life and qualifying member of the 
Million Dollar Round Table and a 
member of Equitable’s Two Million 
Dollar Club. He has taught insurance 
subjects at five institutions. He is a 
past president of the Midtown (New 
York City) Managers Assn. 

John H. Muller, former vice-pres- 
dent, has been elected senior vice- 
president. He has held several posi- 
tions with Equitable in the mortgage 
lending and real estate fields. 

Protective Life of Alabama stock- 
holders have voted to increase the 
capital stock by $500,000 which will 
be distributed as a stock dividend. 
Protective currently has capital of $4 
million represented by 800,000 shares. 





Others Get Block 
Of Mass. Bonding | 


Worcester Mutual Fire has been 
disclosed as one of the buyers of | 
146,000 shares of Massachusetts Bong. ‘ 
ing—almost 30% of the outstanding { 
stock. H. Ladd Plumley, chairman 3! 
Worcester Mutual, State Mutual Life 
and Guarantee Mutual, all allied in a | 
shared management agreement, con- { 
firmed the purchase but would not 
identify the other buyers beyond say- 
ing that they are not in the insurance 4 
business. 


Some Shares Turned Back 


Worcester Mutucl, | 


Bankers Trust, which represented 
Worcester Mutual in its offer for at | 
least 100,000 shares at $45 a share, 
reported that more than 30,000 shares 
were tendered over and above the ’ 
146,000 accepted, but were turned back. 
The purchase, consummated Feb, 26, 4 
was announced by Bear, Stearns & 
Co., New York investment firm, to 
which inquiries were referred by | 
Bankers Trust. 

Early comments on the possible in- * 
tegration of the companies concerned 
would seem to indicate something less 
than a meeting of minds on the future 
turn of events. 

Mr. Plumley has_ indicated that 
meetings are in prospect with Mas- 
sachusetts Bonding officers with the 
hope of arranging for coordinated op- 
eration of the companies. 

A. Lawrence Peirson Jr., Massachu- 
setts Bonding president, said he had 
talked with Minott M. Rowe, Wor- 
cester Mutual president, who is trus- 4 
tee for the buying group. Mr. Peirson 
confirmed the prospect of Massachu- 
setts Bonding officials getting togeth- 
er with representatives of the buyers 
to discuss the situation. 


Should Be On Board 


“Certainly anyone who owns that 
much stock in our company has the 
right to be represented on our board 
and participate in management of the 
company on the board level,’ Mr. 
Peirson declared. “Whether we will get 
together on anything closer than that 
may come out of the meeting.” He 
said he still doesn’t know who the 
other purchasers are. 

The unusual deal, with Bankers 
Trust fronting for an “unidentified 
principal,” led to more speculation in 
insurance circles than any event in 
recent memory. Surmises as to the 
purchaser ranged from Transamerica 
to Montgomery Ward—with a number 
of highly unlikely candidates men- 
tioned between these extremes. None 
of the names put forward would have 
been more surprising as the eventual 
purchaser, however, than Worcester 
Mutual, which had not been involved 
in early guesses—educated or other- 
wise—until this publication in the is- 
sue of Feb. 26 revealed it as the best 
bet as the bidder. 











SHOW 1959 INSURANCE RESULTS 











1959 1958 1959 1958 Insurance 
New New Increase in Increase in In Force 
Business Business Insurance Insurance Dec. 31, 1959 
In Force In Force 

$ $ $ $ 
Continental Assurance .. 718,314,314 636,431,028 768,473,950 514,599,377  6,190,194,657 
Cuna Mutual ...... sss 138,644,847 115,652,115 777,113,697 570,177,984 4,993,339,58 
General American . 275,694,129 450,472,421 223,457,593 322,223,982 3,153,329,624 
Liberty National .............0 482,636,669 442,790,986 185,462,799 152,328,956 1,676,109,71" 
Massachusetts Mutual .... 4,225,468,262 1,099,782,319 819,071,830 723,140,913 7,546,553,7% 
Mutual Life, Canada ...... 353,483,277 329,324,250 269,57>4 620 243,312,187  2.924,227, 65 
Phoenix Mutual 384,910,550* 345,746,256* 239,921,260 212,663,966 2,317,018,7% 
Union Central .... .. 357,219,968 356,411,270 174,232,970 201,388,092  2.864,479, ne 

* New business include $36,806,240 of revivals and increases for 1959 and $6,679,411 





1958. 
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LIFE INSURANCE EDITION 


“If you can persuade two people a week 
to save $5.00 a week, 


you can earn $15,000 a year.” 
—Chas. E. Becker 


An agent cannot long travel at a faster gait than the company he represents 





> Lhe Friendly 
A “hey, TK INSURANCE 
eae IRAN TKILIEN IL COMPANY 
. a mR . CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
> DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over Jbree Billion Six Hundred Million Dollars of Jnsurance in Force 
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N. Y. Life’s Central 
Service Office Net 
Is Nearly Completed 





NEW YORK—With the opening this 
month of the last two of 33 central 





Dudley Dowell 


Leland F. Lyons 


service offices, New York Life will 
have completed the installation of a 
new system of regional consolidation 
of record-keeping and accounting. 

Leland F. Lyons, vice-president and 
head of the administrative services of 
the marketing department, is super- 
vising the operation of the new central 
office setup. He is assisted by Emery 
F. Peabody, 2nd vice-president. 


Executive Vice-president Dudley 


HieNATIONAL UNDERWRITER. 


Dowell said that “with this new sys- 
tem in full operation, New York Life 
will have the flexibility to expand 
more than ever before to meet the 
tremendously increased demand for 
all kinds of life insurance that will 
develop in the decade ahead.” 

The new offices are established re- 
gionally in 29 cities throughout the 
country. The record-keeping and ac- 
counting formerly handled manually 
at each of the 235 agencies now is 
consolidated at these regional offices, 
where it can be handled with a much 
higher degree of automation, Mr. 
Dowell explained. Special tie-line 
telephone communication to the cen- 
tral office of its area provides each 
agency with immediate access. to 
policyholder records. 


Furnishes Daily Statements 


In addition, each agency is fur- 
nished daily with a complete ledger 
statement of all its records. This is 
prepared on an IBM 402 electronic 
computer, one of which has been in- 
stalled in each central service office. 
Some of the processing formerly han- 
dled at the home office has also been 
transferred to the service offices. This 
includes all Check-O-Matic premium 
collections, which have been up to 
now cleared through local banks in the 

(CONTINUED ON PAGE 24) 





..-but the 


most 


friendly : 


is still the country’s friendliest... 
K ...and progressive, too! Note just a few of 
our most recent sales-building changes: 


e EXPANDED NON-MEDICAL LIMITS (Males and Females)—$20,000 Ages 5 to 35, 
inclusive; $10,000 Ages 36-40, inclusive; $5,000 Ages 41-45, inclusive. 


e NEW LOWER PREMIUM RATES FOR FEMALES—aond regular rates for Waiver 


of Premium coverage. 


e GRADED PREMIUMS ON LEVEL TERM PLANS—for example: $50,000 Ten Year 
Term Plan, Age 35 (excluding W.P. and D.I.) is only $5.96 per 1,000 on a gross 


annual premium basis. 


NORTH AMERICAN LIFE 
Pasuance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 


North Americ 


R, td: 
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country s 





Chicago 3, Illinois 


14 NALU Locals Top 
Membership Quotas 


WASHINGTON—Fourteen local life 
underwriters associations had equalled 
or exceeded their 1960 membership 
quotas by Jan. 31, according to 
NALWU’s latest survey. 

The Auburn-Opelika association in 
Alabama reached 188.2% of quota 
by reaching a membership of 64—as 
compared with a quota of 34. 

Five of the other 13 hundred-per- 
centers are in Alabama: Alexander 
City, 143.4%; Eufala, 108.3%; Selma, 
113.1%; Tuscaloosa, 118.1%, and Val- 
ley, 170.5%. 

The remainder are Marianna, Fla., 
102.6% Newnan, Ga., 153.1%; Macomb, 
Ill., 138%; Shelby, N. C., 100%; Kay 
County (Ponca City), Okla., 100%; 
Franklin County (Waynesboro), Pa., 
104.1; Kingsport, Tenn., 101.7%, and 
Rutland, Vt., 151.5%. 


Big Block Of Carolina 
Life Stock Purchased 


Ernest H. Woods, chairman of Guar- 
anty Savings Life, and Phillip J. 
Schwanz, president of Midwestern 
United Life, have purchased for cash 
a major block of stock of Carolina Life. 
The two purchasers have also con- 
tracted to buy the balance of the 
stock not included in the initial pur- 
chase. 

Carolina Life has assets of more 
than $50 million and insurance in 
force of more than $350 million. 

Guaranty Savings Life is the out- 
growth of the merger of Skyland Life 
and Guaranty Life of Montgomery. 


Policyholders Killed By 
Autos in ‘S59 Were Fewer 


But Had More Insurance 

NEW YORK—Motor vehicle fatali- 
ties in 1959 resulted in 46,000 life in- 
surance death claims for a record to- 
tal of $127 million, according to Insti- 
tute of Life Insurance. 

The number of claims was some 
1,000 fewer than in 1958, apparently 
reflecting a slight reduction or at least 
a leveling off of traffic deaths, but 
the amount paid out showed an in- 
crease of $9 million for the year, be- 
cause of larger average policies af- 
fected. The 1959 total was $52 million 
more than five years earlier. 


Surety Life Of Utah 
To Issue 10,000 Shares 


Surety Life of Salt Lake City has 
filed a registration statement with 
Securities & Exchange Commission 
seeking registration of 10,000 shares 
of common stock to be offered for 
public sale on a “best efforts” basis. 
The public offering price in under- 
writing terms will be supplied in an 
amendment to the statement. 

Surety Life offers a variety of life, 
annuity, A&S and hospital insurance 
policies. It now has outstanding 59,200 
shares of common stock. 

Eastern Life Raises Discount 
Rate On Advance Premiums 

Eastern Life has raised its discount 
rate on premiums paid in advance to 
4%, payable on a maximum of $100,- 
000 on any policy. 


Addresses So. Conn. A&S Men 

James R. Williams, vice-president 
Health Insurance Institute, spoke at 
the March meeting of Southern Con- 
necticut Assn. of A&H Underwriters 
at New Haven. 
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N.C.To Review Rates 
Small Loan Credit Aé 


Commissioner Gold of North ¢ 
lina has set March 22 as the he 
date for a review of credit A&S rr, 
The commissioner has notified ¢ 
panies to be prepared to review 
loss experience from July 1, 1959, 
Feb. 1, 1960. 

The present credit A&S rate 
North Carolina is $1.75 annually 
$5 of monthly benefits. The co 
sioner reduced the rate from $2 
a hearing last fall. 


Racially Segregated A&éS 
Plan Offering Halted In 
N. Y. By Neb. Department 


Superintendent Thacher of Ny 
York, with the assistance of Direc 
Grubbs of Nebraska, has halted 
offering of what the New York ‘ 





partment terms a “racially segre 
ed” mail order A&S policy of Tray 
ers Health Association. 

The New York department actj 
started when an application blank { 
an A&S policy, which indicated t 
coverage was available to “any Wt 
person over 18 years of age,” y 
brought to the superintendent’s attg 
tion last month by a reporter for 
New York newspaper. The blank, s 
out by Travelers Health, was : 
dressed to a New York resident. 

The superintendent wired Direc 
Grubbs, asking his cooperation 
putting a stop to the mail order soli 
tation, which offered coverage “or 
racially discriminatory basis not pj 
missible in New York State.” 

In his reply, Director Grubbs s 
Travelers Health had been notif 
“to immediately cease and desist tf 
activity.” 

Although discrimination as to ra 
color, creed or national origin in 
offer and sale of insurance is ni 








in New York, the mail order nat 
of Travelers Health’s offer made 
immune to direct action by the N 
York department, thus _necessitat 
the cooperation of the Nebraska 

partment. | 


A.A.L. President's Club 
To Meet At New Orleans 


A cruise on the Mississippi and 
tour of historical sites are on ¢ 
agenda for 229 qualifying agents 4 
their wives who will attend the pr¢ 
dent’s club convention of Aid Assoc 
tion for Lutherans at New Orle 
March 10-14. Guest speaker will 
P. H. Whiting, vice-president of D 
Carnegie. 


Armstrong, Fuerste Join 
Staff Of Carl A. Tiffany 


F. Wayne Armstrong and Karl 
Fuerste have joined the actuarial s 
of Carl A. Tiffany & Co., Chicago ¢ 
sulting actuaries. Mr. Armstrong 
assistant actuary of the Marylé 
insurance department and actuary 
Maryland Life. Mr. Fuerste was Wi 
Minnesota Mutual. 














Set Chicago Economic Contere} 

The annual economic confere 
sponsored by Chicago CLU chapte 
set for March 15 in the Pruden 
Building auditorium there. Featul 
speaker will be Arthur Upgre®, 
fessor of economics Macalester 
lege, St. Paul, Minn., who will disct 
life insurance and inflation and its 
lation to personal sales. 
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LIFE INSURANCE EDITION 


The Equitable Life of Joe H. Gerson 


in Atlanta, Georgia 














Joe H. Gerson gets advice from the Standard Town and Country 
Club pro. Joe used to be captain and a .432 centerfielder for the 
University of Georgia Bulldogs. Went direct from campus to the 
H. C. Johnson Agency. And stayed. 


RN cate ae 








Joe sells a million a year. And has done it for the last 
eight years. Here at the Johnson Agency, he is helping out 
some of the other men— Hayward Cox, Jr., John O'Neill, 
Jr., Eugene Brooks, and Gray Lindgren. 









~~ 
Feverish worker. Joe was co- Outgoing president: Joe yields 
chairman of the Jewish Commu- _ to Sidney Feldman, new president 
nity Center membership drive; of the Progressive Club, Atlanta’s 
co-chairman for a cancer drive. largest Jewish organization. 








A Man’s Prestige somehow goes hand in hand with the 

hi ee restige of the company he represents. This i h 
Wife Evelyn and the children—Randy and Arleen—join P 8 . pease f P , z . why ° 
Joe in “Monopoly” on the patio. Shelley, age 4, was napping is proud to be a life underwriter with Equitable. It is a 
when this phote was taken. full life. And a rewarding one! Living Insurance is 
more than a need...it’s a career! 


THE Equita ec LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


Home Office: 393 Seventh Avenue, New York 1, N. Y. o1s60 





~ ne te 


See Christopher Plummer, Anne Francis, Ann Harding, Special Guest Star Cedric Hardwicke in ‘Autocrat and Son’’ OUR AMERICAN HERITAGE, Sun., Mar. 20, NBC-TV 
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FteNATIONAL UNDERWRITER 


Use Of ‘Professional Selectors’ Not New 
To Chicago General Agents, Managers 


Using pyschological and psychiatric 
screening as a final step in agent 
selection by general agents is by no 
means a new idea to Freeman J. 
Wood, Lincoln National Life general 
agent at Chicago. He mentioned this 
while speaking at a panel session meet- 
ing of Chicago Life Agency Managers 
Assn. 

Before getting down to his portion 


of the discussion, which was how to 
select new men, Mr. Wood said he was 
somewhat surprised to see considerable 
comment in THE NATIONAL UNDERWRIT- 
ER—including an editorial—that this is 
a new technique. He first employed 
this method about a quarter of a cen- 
tury ago, he declared. A few other 
general agents or managers present 
volunteered the information that they, 


too, had been using this device for some 
time. 

Mr. Wood, who is one of Lincoln 
National Life’s most successful gen- 
eral agents, said he used psychiatric 
and psychological testing in the early 
years when he formed his agency, but 
it being a scratch agency, this method 
did not provide sufficient men or vol- 
ume. He felt a wider spread was nec- 
essary. As soon as possible, however, 
he returned to the testing system and 
in more recent years has_ stressed 
“quality over quantity.” He uses “pro- 
fessional selectors” in hiring any agent 








IN CONNECTICUT MUTUAL LIFE 


even better buy! 
Rates Again Reduced 


Single Premium Annuities — Per $10 Monthly Income 


a cer 


now an 




















AGE 60 AGE 65 AGE 70 
NEW RATE OLD RATE NEW RATE OLD RATE NEW RATE OLD RATE 
INSTALLMENT Male $1,915 $1,996 $1,686 $1,769 $1,467 $1,558 
REFUND Female 2,101 2,172 1,876 1,938 1,627 1,721 
10 YEARS Male $1,788 $1,855 $1,570 $1,631 $1,383 $1,440 
CERTAIN Female 1,990 2,059 1,759 1,810 1,529 1,587 - 
WITHOUT Male $1,707 $1,775 $1,444 $1,513 $1,197 $1,260 . 
REFUND Female 1,942 2,016 1,679 1,740 1,406 1,468 — 























Joint and Survivor Rates Reduced Comparably 





Iustration of Income After Taxes from $10,000 Investment Comparing: 


1. CML Single Premium Annuity at age 65, and 


2. Same Amount Invested Other Ways Yielding 5% Annually 














TOTAL PORTION SUBJECT NET YIELD AT NET YIELD AT NET YIELD AT 
ANNUAL INCOME TO TAX 20% TAX RATE 30% TAX RATE 40% TAX RATE 
CML Installment 
Refund Annuity $737 $200 $698 $678 $658 
Other Investments 
at 5% Annually 500 500 400 350 300 




















Similar illustrations at other ages, amounts, yields and types of 
annvity available from the CML General Agency near you. 
¥ 





Connecticut Mutual |Life 


INSURANCE COMPANY « HARTFORD 
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and he noted that his company wo, 
hire anyone except that way. 

Mr. Wood also uses this test, 
method to help his people know ther 
selves. For instance, if a man feels } 
would like to be in management ; 
stead of sales or vice versa, the D: 
chological and psychiatric testing 
professionals invariably shows whe 
er or not he will qualify. Mr. w, 
uses the tests additionally before 
ing any promotions, say in the 2 
visory area. 

In the Wood agency, if a pro 
tive agent passes the orthodox ap 
tude index tests and the like, he 
sent to the psychiatrist. Mr. w, 
said the tests have been 70% co 
on selection of new men, whereas 
aptitude index used alone has be 
been about 30% effective. These te 
have cost him roughly $80 per m 
man, he said, but he estimated he h 
saved at least $20,000 in a relative 
short period of time by using th 
method. f 

He advised his audience when hil 
ing a new man to go slow and inves 
tigate him thoroughly and to be sy 
that he fits in with the other pa 
sonnel of the agency. In the Wod 
agency, depending on age, the pri 
spective new man’s_ background ! 
checked back five or 10 years. Th 
includes school and previous work. | 


Question Continuous Training 


Robert K. Schott, Phoenix Mutu 
manager, discussed continuous trainin 
and ventured the opinion that its ad 
visability is questioned in some area 
or to what extent it should be adopte 
He suggested recruiting outstandin, 
men—that “it takes a good deal of pod 
supervision or training to spoil a go 
man, while an immeasurable amou 
of good supervision and training 
wasted trying to make a good agent o 
of a poor one.” He stressed that traine 
should not be carried away wi 
training per se to the exclusion 
making sales. “Keep in mind that thj 
is a means to and end and not th 
end.” 

In his agency Mr. Schott works 
the theory that “complacency xills | 
our business. You picture for a m¢ 
a career and light a torch and if yd 
let him go on his own after initia 
training, the light may dim or go ov 
entirely. Continuous training is vital 
ly important to rekindle this flame: 

In the Schott agency, initial train 
ing is for a period of three weeks ani 
then the men go into the field. There! 

(CONTINUED ON PAGE 28) 


Mutual Benefit Life | 
Set To Co-Sponsor | 


Fitness Project 


“Operation Fitness—U.S.A.” is bei 
co-sponsored by Mutual Benefit Lif 
Sports Illustrated magazine and Ame! 
ican Assn. for Health, Physical Educa 
tion and Recreation. The basic aim ¢ 
the project is to give young peop 
across the country an opportunity | 
gain and demonstrate their proficieng 
in a series of physical fitness tests. | 

The two-year program consists ¢ 
local track and field clinics led by hig 
school and college coaches. Sever 
types of track and field meets als 
have been planned—all on the loc 
level with no state or national cham 
pionships involved. 

Both clinics and meets will get un 
der way this spring, will continue ~ 
ing the summer and will feature cro: 
country and special events in ™ 
fall. An increase in tempo is set f 
1961. An anticipated 15 million boj 
and girls are expected to participa! 
the first year. 
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7 It symbolizes the Company’s — and my — 
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If You Had to 





the Ideal Audio-Visual 
Selling Tool 


Easy to use in any room 
and under all kinds of light 
conditions... Quick set-up 

and no fussing around 
with plugging things in and 
focusing ... Light and 
compact, easy tocarry... 
A machine that will 
help me to concentrate 
on my sales approach 
... Inexpensive. 





Attractive and 
businesslike for use in 
home or office 
... Adaptable to a wide 
variety of sound 
slidefilms for selling my 
various programs 
... A machine that will 





the save time for me, so 
MILLION I can make more calls 
DOLLAR ...A-sales tool that 


will focus the prospect’s 
attention on my story. 


lt would have to be 


the DuKkane 





You just open it 
and plug itin 


Self-contained 
screen. 





| invest its entire surplus 
| companies, subject to the limitation of 
| only 25% in one company. The vast 








Attractive, sturay 
carrying case 


No room darkening! 





Uses standard 35mm film 
and 45 rpm viny! record 


Simpie controls 


The Flip-Top is adaptable to your 
own custom-produced sound slide- 
film program, or to the stock films 
now available for insurance selling. 


DuKane 


CORPORATION 


St. Charles, Illinois 
eeeeeceeseeeeeeeeeeeeeeeseeeeeeeeeeeees 
DuKane Corporation, Dept. NU-30, St. Charles, Ill. 
Please tell me more about thé Flip-Top in insur- 
ance selling. I am especially interested in 
{_] Our own custom-produced sound slidefilms. 

{) Information on Stock films for insurance selling. 








| 
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Address 





HeNATIONAL UNDERWRITER 


Buck Mass. Bill To 


Permit Life Entry 
In Fire, Casualty 


At public hearings held in Boston 
by the joint legislative committee of 
Massachusetts, Arthur C. Conley, gen- 
eral counsel and manager of Insurance 
Federation of Massachusetts, charged 
that an absolute and unconditional 
monopoly would result if legislation 
were enacted to permit life insurers 
to invest in fire and casualty compa- 
nies. 

However, Edward D. Parks, counsel 
of State Mutual Life, which has a 
shared management arrangement 


| with Worcester Mutual Fire, pointed 


out that a majority of states permit 
life companies to operate in the casu- 
alty business. Mr. Parks emphasized 
that from 35 to 38 casualty companies— 
groups or fleets—had acquired stock 


control of life companies or had 
created subsidiaries while the life 
firms watch the inroads into their 
business. 


Mr. Conley warned that the pro- 
posed measure would jeopardize the 
livelihood of 28,000 agents and brok- 
ers. He likened the situation to that 
in New York where similar legislation 
is being sought. 

Mr. Conley asserted that under the 
bill any mutual life company could 
in various 


surplus funds of only a few Massa- 
chusetts mutual life insurers would 
permit them to acquire several fire 
and casualty organizations, he pointed 
out. 

Denying the claim that competitive 
reasons underlie the proposed bill, 
Mr. Conley said he doubted whether 
life insurers would take on large 
blocks of undesirable fire business or 
seek to write auto business in high 
rated territories where loss ratios top 


100% with regularity. 


| Says Job Only Half Done 


If Disability Overlooked 


The responsibility of the agent to 
his client is not resolved with waiver 
of premium, W. Harold Petersen, ex- 
ecutive vice-president Underwriters 
National Assurance of Indianapolis, 
told members of South Central Life 
Underwriters Assn. at their February 


| meeting. 


“When a client looks to his life in- 
surance counsellor for advice on in- 
come replacement, too often income 
loss as a result of disability is over- 
looked—and yet the exposure and 
hazard are far greater than in the 
case of death,” he declared. “The 
luxury of having premiums waived 
on life insurance in event of disability 
is most comforting but puts little 
food on the table.” 

Mr. Petersen called the income re- 
placement in case of disability a great- 


| er need even than in case of death. 
| “In disability, if there are no other 
| incidental expenses, there is always 
| one more mouth to feed—the disabled 


breadwinner himself.” 
The need today is for integrated 


| programing of life and health insur- 
| ance. Failure of the agent to provide 


it is failure to meet his responsibility 
to his client. Foreseeable developments 
in policy forms will enable the agent 
to do the job in an even more com- 
prehensive manner than he can today. 

He illustrated the hazard of disability 


with slides showing there is one 
chance in 30 of suffering a long-term 
disability as compared to one in 150 
of the occurrence of death. In addi- 
tion to the disability hazard, each year 
over half a million families incur 
medical expenses that exceed their 
total annual income. 


Engelsman Gives Views 
To St. Louis Life Men 


ST. LOUIS—More changes in the 
operation of life insurance companies 
have taken place in the last five 
years than in the previous 100, and 
more can be expected in the next five, 
Ralph G. Engelsman, insurance sales 
consultant of New York City, stated 
in his talk on “The Current Scene” 
at a meeting of the Life Underwriters 
Assn. of St. Louis. 

He expressed the belief that too 
much attention is being given to per- 
sons in the 70% income tax bracket, 
since only 8% of the families of the 
country have income of $10,000 a year 
or more. He stressed that he wasn’t 
talking about individual incomes but 
those of entire families. The big market 
for life insurance that should be better 
cultivated is that of the families with 
incomes from $5,000 to $10,000 or 
$12,000 a year, he asserted. 


Comments On Estate Planning 


Commenting on the tendency of gen- 
eral agents to get into the estate plan- 
ning field, he said this field is rather 
limited and that already there are 
many life insurance men capable of 
handling its needs. In the future 
probably in the next several years, the 
industry will change its operations to 
have ordinary life agents devote much 
of their time to caring for the insur- 
ance requirements of their present 
orphan policyholders, in many cases 
as many as 80% of all those on their 
books. 

In order to properly service such 
policyholders, including new sales to 
them, these policyholders will be as- 
signed to the present ordinary life 
agents, he said. This plan of having 
new agents. service the ordinary 
policyholders of former or deceased 
agents is not entirely new, since vre- 
sently 60% of all ordinary life sold is 
by the debit agents of companies that 
write both industrial and ordinary life, 
he noted. With such combination com- 
panies, the new agent on the debit as- 
sumes responsibility for looking after 
the future needs of all the policyhold- 
ers of the former agent. Annually 
there is an increase in the ordinary 
life business of these combination 
agents and an accompanying drop 
in their weekly and monthly indus- 
trial writings. ie 


Underwriter-Producer 


Cooperation Emphasized 


The delicate relationship between 
underwriter and agent was described 
by Warren R. Behm, chief A&H un- 
derwriter of American Casualty, to the 
New York Assn. of. Accident and 
Health Underwriters.’ Mr. Behm told 
his audience that the underwriter 
should thoroughly understand the 
problems of the producer, even assist- 
ing him in an occasional sale. 

Mr. Behm was concerned over the 
extent to which federal and state 
governments are threatening private 
underwriting of A&S business, and he 
urged all those concerned to close 
ranks in the face of the common foe. 

The meeting ended with a demon- 
stration of an audio-visual show on 
A&sS insurance. 


March 5, 19] 


Tenn. Association 


Endorses Blumberg 
For NALU Secretary 


Tennessee Life Underwriters Asg, 
has endorsed David M. Blumberg 
general agent 
Massachusetts Mu 
tual at Knoxvi 
and a second-term} 
NALU trustee, ag 
a candidate 
NALU secretary, | 

Mr. Blumberg 
entered the life 
insurance business 
in 1948 with New 
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York Life and be. L. J. Kalmt 
came ae Massa- 
David M. Blumberg chusetts Mutual|to make su! 
general agent injproperly in 
1955. He is past president of bothithe owner 
Knoxville and Tennessee Life Under-| keeping UP 
writer Assns.; was first president of| remaining 1 
Tennessee Leaders Club and was an| that will be 
LUTC ees for four years andj company. 
National Quality Award winner for d 
seven years. He is a member of his Fevers Ate 
company’s Leaders Club, was a mem-| “In gene’ 
ber of MDRT in 1956 and 1957 and| that this ca 
parliamentarian or NALU conven-| maintaining 
tions from 1954 to 1959. a safeguard 
Among the NALU committees he has| and by kee! 
served on are membership, social se-| the policy ! 
curity, building, constitution and res- “While I 
olutions and relations with attorneys. | of life insu 
ae property al 
it constitut 
Boston Mutual Raises Dividends _| the owner’: 
Boston Mutual Life has increased} believe we 
dividends 40%. Policy proceeds left|holder’s be 
with the company will now earn 314% | satisfied by 
interest. values as | 
emergencie 
Mr. Kah 
LIFE & A&H eee 
SELECT increas! 
POSITIONS Souther 
N. Eng. Establis! 
Group Sls. Mgr. $17,500 Southern 
N. West Rock has o 
Life Agcy. Dir. $12,000 |} Stock Fur 
fund, and 
M. West ‘ 
agents. Ka 
A&H Undr. $10,000 ington, D. 
S. East sales cons 
Group Repr. $ 8,500 |} was organ 
East ness in 195 
as Mississippi 
Life Fld. Supv. $ 7,200 | Insurance i 
M. West : million. 
A&H Spec. Agt. $ 6,000 R | 
aie ecord 
A&H Claims Mer. $ 6,000 || For Nev 
Casualty-Life-A&H openings in all sections Individu 
of the country. For our brochure “HOW WE New Engl: 
OPERATE” fill in and mail the coupon be- || a record. 
low. Confidential handling of all inquiries. |} pany wer 
Listings above are representative of Fire- agency, w! 
——— = — — — | for the mo 
|| ivicius of 
PLEASE SEND ME YOUR BROCHURE || $8.5 millio 
| “HOW WE OPERATE” | Other le 
| cy, New Y 
___ || business, 
| a — I} New York 
| 
ADDRESS___ ol | Muscle § 
ll Plan 85 3 
Clhrey Sra re | Stockho 
N. |) L&A. hav 
| J ing Musc 
a ee ee ee Ala., und 
FERGASON PERSONNEL — jj ‘o",27< 
85 Muscle 
INSURANCE PERSONNEL EXCLUSIVELY tral votin 
330 S. Wells Chicago 6, Illinois This will 
HArrison 7-9040 stockhold: 
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MASS. MUTUAL GENERAL AGENTS RALLY 
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“One of the very encouraging devel- 
pments of the past year” was the 






ers Assy progress made in 
3lumberg. controlling the use 
agent gfe of financed life 
setts M “ insurance busi- 
<noxvillef ness, President 


Leland J. Kalm- 
bach of Massachu- 
setts Mutual Life 
told the annual 
meeting of the 
company’s gener- 
al agents associa- 
tion at Chicago. 

“Our chief inter- 
est,” he said, “is 
to make sure that each policy is sold 
properly in the first place, and that 
the owner understands the need for 
keeping up his protection over the 
remaining life of the policy on a basis 
that will be beneficial to him and the 
ars andj company. 
Ner for; 

|Favors Adequate Cash Values 


* of his| 

a aaa] “In general, I believe we all feel 

957 and| that this can best be accomplished by 

conven.| maintaining adequate cash values as 
'asafeguard against future emergencies 

; he has| and by keeping the full face amount of 

cial se-|the policy intact. 

nd res- “While I feel strongly that a policy 

orneys. | of life insurance represents a piece of 
property and that borrowing against 
it constitutes a legitimate exercise of 


L. J. Kalmbach 

















nds_ | the owner’s rights under his policy, I 

creased | believe we all feel that the policy- 

ds left|holder’s best interests, ordinarily, are 

1 314% | satisfied by maintaining adequate cash 
values as a safeguard against future 
emergencies.” 

—— Mr. Kalmbach announced that the 
maximum age at issue had been 
increased to 75 for both males and 
Southern Equitable Life 

al Establishes Mutual Fund 

q Southern Equitable Life of Little 
Rock has organized Insurance & Bank 

2,000 |} Stock Fund, an open end mutual 

| fund, and will sell shares through its 

0.000 agents. Kalb, Voorhis & Co. of Wash- 

: ington, D. C., has been retained as 
sales consultant. Southern Equitable 

8,500 |} was organized in 1955, began busi- 
ness in 1956, and operates in Arkansas, 

7-000 || Mississippi, Oklahoma, and Louisiana. 

’ | Insurance in force as of Oct. 31 was $58 
{ million. 
3,000 | wes 
| Record Month In Sales 

,000 || For New England Life 

tions Individual life sales in January for 

WE || New England Life were $91.9 million, 

| be- |} a record. Other records for the com- 

ries: || Pany were broken by the Byrnes 
agency, which had sales of $12,672,000 

——~|| for the month, and by Henrikus Rabin- 





- |! ivicius of the Byrnes agency who sold 
|| $8.5 million in individual life. 

|} Other leaders were the Marks agen- 

I cy, New York, $5 million in individual 

___ || business, and the Schmidt agency, 
l| New York, with more than $4 million. 


| ak 

Muscle Shoals, Ky. Central L.&A. 
Plan 85 For 1 Stock Trade Merger 
| 

| 





Stockholders of Kentucky Central 
L.&A. have approved plans for acquir- 
Ing Muscle Shoals Life of Florence, 
Ala., under a plan which would call 
for an exchange of stock at the rate of 
85 Muscle Shoals for 1 Kentucky Cen- 
tral voting and 9 shares of non-voting. 
This will have to be approved by 
stockholders of Muscle Shoals. 





almbach Hails Progress In Controlling 
Use Of Financed Life Insurance Plans 


females. For ages 71 through 75, the 
minimum amount to be issued will be 
$5,000, and the plans available at these 
ages are convertible life, executive 
protection, 10-payment life, and 10- 
year endowment. He also said the 
non-medical limits had been increased 
and now would be $20,000 up to age 
30, $15,000 for ages 31 to 35, and 
$10,000 for ages 36 to 40. These limits 
apply to males as well as married and 
unmarried females. 

Earlier in his talk Mr. Kalmbach said 
mutual funds and variable annuities 
cannot be considered a medium of 
saving in the same sense as saving 
through life insurance, because an 
extremely large proportion of the 
savings of policyholders left with life 
companies are used to finance busi- 
ness, industry and construction and 
thus are “active dollars.” 

On the other hand, he said, funds 
invested in mutual funds and variable 
annuities are used almost exclusively 
to buy common stocks that are already 
outstanding. 

“Here we merely find a transfer of 





New Decade In Sales 
Subject Of N. Y. Congress 


Successful selling in the coming 
decade will be the theme of the sales 
congress of New York City Life Under- 
writers Assn. at the Hotel Astor, 
March 10. 

There will be three speakers on the 
morning program. William T. Earls, 
general agent of Mutual Benefit Life, 
Cincinnati, will speak on the impor- 
tance of self-knowledge. Alexander 
Hutchinson, vice-president of field 
management of Metropolitan Life, will 
review “The Sales Opportunities 
Ahead.” The final speaker will be 
Hilbert Rust, president of Research 
& Review, who will talk on the “Six 
Roads To Utopia.” 


Fired Fraternal Cashier 
Sans Contract Wins Suit 


MINNEAPOLIS—A former cashier 
who contended she was discharged by 
Lutheran Brotherhood without cause 
in 1955, has been awarded $105,478 by 
a jury here. The fraternal contended 
that the cashier, Mrs. Stanley Ceder- 
strand had no contract and could be 
discharged any time. 

The verdict ruled that Mrs. Ceder- 
strand was entitled to $32,941 for loss 
of salary since her dismissal; $52,990 
for loss of future salary until her re- 
tirement, and $19,547 for loss of retire- 
ment income. 

The case had attracted considerable 
attention because of implications it 
could have among businesses with em- 
ployes who do not have contracts. 


Wis. Agents’ Assn. Names 
Norris Managing Director 


Howard E. Norris has joined Wis- 
consin Assn. of Life Underwriters as 
its first managing director. Executive 
vice-president of the Waukesha Cham- 
ber of Commerce since 1955, he has 
been past vice-president of the U. S. 
Junior Chamber of Commerce and past 
president of the state junior chamber. 

Mr. Norris was a member of the 
governor’s committee for the St. Law- 
rence Seaway and was selected as one 
of the five outstanding young men of 
Wisconsin in 1954. 


common stock from one holder to 
another with only a very limited 
amount of funds being used for the 
benefit of business or industry repre- 
sented by new stock that is offered to 
old stockholders,” he said. 


Can’t Grow Without Saving 


Mr. Kalmbach said the country can- 
not continue to grow from an economic 
standpoint unless individuals are will- 
ing to save. 

“It is estimated, for example, that 
we shall need $15 billion a year be- 
tween now and 1970 just for the 
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necessary business and plant expan- 
sion to furnish the additional jobs that 
must be created in that period if we 
are going to avoid a decreasing stand- 
ard of Jiving,” he noted. 

“It seems very evident that our 
nation has never seen the time when 
savings were more important than at 
present, which means our business has 
never been more important to the 
well-being of our people.” 


The Rosenthal agency of St. Louis 
led General American Life agencies 
in individual sales during January. 





























*‘To a Milder Clime’’ 


WALTER HASKELL HINTON 


In 1751 Lawrence Washington, George Washington’s half-brother, be- 
came ill and his doctor advised him to spend the winter at the Barbados 
Islands. George went along as his companion. In 1752 Lawrence died 
and George inherited Lawrence’s Mount Vernon estate. 


This reproduction is one in a series of eleven original oil 

paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 
A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 


Washington National 
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Ala. Revokes Ruling 
Setting Rate Limit 
For Creditor Life 


MONTGOMERY—Insurance Super- 
intendent Rinehart of Alabama has 
withdrawn a departmental regulation 
setting maximum rates for group 
creditor life insurance on loans over 
$300 at $1.50 per $100 on level term 
insurance and half that on reducing 
term. These were 25% lower than the 
individual rates generally in use. 


HieNATIONAL UNDERWRITER 


Counsel for Alabama life companies 
contended that the superintendent has 
no authority to fix rates, and bank- 
ers said the lower rates would dis- 
courage the sale of insurance with 
loans—insurance that borrowers, ac- 
cording to the bankers, generally want 
with their loans. 

After the hearings Mr. Rinehart said 
he had concluded that the position of 
counsel for the life companies that 
the superintendent has no implied 
power to set future rates for credit 
life and A&S is sound. He said his 
department will continue to collect 


data on such insurance and that he 
would be prepared to recommend 
legislation for regulating rates and 
contract terms in this field. 


Bankers National Lite’s Ordinary 


Paid-For Business Up 26% In Jan. 


Bankers National Life’s ordinary 
paid-for business in January was $6.7 
million, a gain of 26%, and submitted 
ordinary business was $9 million, up 
30%. Total business for the month 
was $14,230,507, an increase of $3,455,- 
151. 





Just as the U.S. Arsenal is made up of specialized missiles for all types of pro- 
tection, so too should a progressive agent have MERCHANDISABLE insurance 
coverage that competitively meets every need of family protection. 


The Security-Connecticut Group offer complete personal and business insur- 
ance service, including life, accident, fire, casualty, group, automobile, marine, 
bonds. You can sell insurance plans that can be merchandised — modern in 
scope and priced to meet the direct-writer competition. Sell family protection — 
and protect yourself with Security — the multiple-line company pledged to the 
American Agency System. 








Multiple line stock company handling all forms of personal and business insurance including 
Life ¢ Accident ¢ Fire « Casualty ¢ Group ¢ Automobile « Marine e Bonds. 


THE SECURITY-CONNECTICUT INSURANCE GROUP 


SECURITY INSURANCE COMPANY OF NEW HAVEN 





. THE CONNECTICUT INDEMNITY COMPANY ® H. B. McClure Mfg. Co. e 

qed SECURITY-CONNECTICUT LIFE INSURANCE COMPANY ° 2302 West Glen Ave. ‘ 

Ge ., ‘ oe o HOME OFFICES: NEW HAVEN 5, CONNECTICUT @ We sell direct to Ne ap —— e 
NC ©e00e00e00000080 


handising 


This fascinating booklet contains every important missile in the U.S. arsenal — 
each one in full color, identified by name, mission and manufacturer. And it’s a 
treasure-trove of facts about up-to-date, streamlined insurance for every need 
too! Your clients will want this dramatic, useful booklet — tuned to our times, 
tailored to their needs — send for it now! 
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Sees Forand Plan 
Costly, Doomed To 
Eventual Extinction 


The Forand bill was assailed by D; 
Clement Martin, medical director of 
Continental Casualty, as an extraya. 
gant scheme which not only wou 
fail to do the job but would be dead a 
the proverbial dodo some 10 or 4 
years hence. 

Dr. Martin’s remarks were made a 
the February meeting of Illinois Ags 
Underwriters Forum at Chicago. He 
said Forand advocates regard this 
legislation as just a start in their long 
range socialistic plans. These people 
are the same ones who sought nationa] 
compulsory health insurance in the 
40s. Though temporarily rebuffed, they 
are always in there punching. “If we 
can socialize part of medicine now, the 
rest of it will be socialized,” he warned, 

People duped by Forand enticements 
believe that the solution to the medical 
care problems of the aged lies simply 
in another one-fourth percent payroll 
deduction. Though the public must 
eventually pay for everything it gets, 
Forand supporters would have it be- 
lieve that “every glass of water con- 
tains a glass and a tenth of water,” | 
he said. 

The Department of Health, Educa-! 
tion & Welfare says the first year cost 
of the program will be $1.1 billion. 
However, the insurance industry esti- 
mates the cost to be well over $2 
billion. The federal government can go 
broke just as well as the state of 
Michigan, Dr. Martin declared. 

He said the bill is further unpalata- 
ble because there is no guarantee that 
it will do what it is intended to do; the 
4 million people over 65 who are not 
covered by social security will not 
benefit from it. Instead, there is almost 
a guarantee that it will not be in 
existence some 10 to 20 years hence. 

Because of the baby boom of the 40s, 
he explained, the population in 1970 
will be largely a “younging” and not 
aging group. Since they will not be 
getting anything out of it, they will 
try to repeal the legislation. Politically, 
the Forand bill appeal is a short-term | 
advantage. Its advocates may feel they 
can attract older voters now, but this 
part of the electorate will become 
smaller. 

Dr. Martin disputed Forand sup- 
porters’ statistics which show most 
senior citizens as being financially un- ; 
able to obtain medical care. Facts and | 
figures can be fallacious, he said, “and | 
in the case of older people, they are 
very fallacious.” He conceded that the 
gross income of the aged is small, but 
contended that three-fourths of the 
wealth is owned by these people. 

“How many people in this commun- 
ity cannot get medical care?” he 
asked. His guess was that there 
weren’t very many, although not all 
have the means to enjoy society hos- 
pitals and private rooms. 
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The Aviation and Special Risk Division was organized by Bankers Life & Casualty Company in October, 1953, as a 
one-man operation. Today, the Division maintains Regional Offices in key cities throughout the country and is now writ- 
ing special risk insurance for many of the largest U.S. corporations, utilities, and businesses. The chart above depicts 
the story of this exceptional growth . . . a twelve-fold increase in just six years, with 1959 breaking all records . . . 
GROSS PREMIUM IN 1959 DOUBLED 1958 VOLUME! 





The Reason: FLEXIBILITY . . . IMAGINATION . . . EXPERIENCE 





Now special risk coverages are also avail- See the improved contracts incorporating new concepts of group 
able from affiliated company — Dubuque d blanket i rey ti Slale ‘all 

Fire & Marine Insurance Company of and blanket insurance for large corporations. Ask about specially 
Dubuque, lowa. designed contracts developed to meet special needs of all kinds of 
Of the largest United States corporations, organizations, large and small. Talk to our staff of experts, men 


ig ee Polls lal gil with outstanding backgrounds in the special risk field. Brokers and 

than 100 have insurance with our Aviation General Agents everywhere are invited to write for details on how 

L™ Special Risk Division. | to put this flexibility, imagination, and experience to work building 
new business—new profits! 























AVIATION AND SPECIAL RISK DIVISION 
Bankers Life & Casualty Co. Dubuque Fire & Marine 


HOME OFFICE Insurance Company 
BRANCH OFFICE 





4444 WEST LAWRENCE AVENUE e CHICAGO 30, ILL. ¢ PHONE: SPRING 7-7000 
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15 NALU Units Top 
All Three Quotas 
For Building Fund 


WASHINGTON—Fifteen local life 
underwriter associations have exceed- 
ed their assigned totals in the current 
campaign to raise $505,000 to pay for 
and equip NALU’s new headquarters 
building here . 

A Jan. 31 analysis of NALU building 
fund progress indicated that many 
more locals have either topped one of 
their three quotas—charter builders, 
donors, and total cash—or are close 
to them. 

The associations that are leading 
the way in the countrywide NALU 
fund-raising campaign are Aurora and 
Peoria, Ill.; Hutchinson, Topeka, and 
Wichita, Kan.; Lafayette, Ind.; Dav- 
enport, Ia.; Utica, N. Y.; Wayne 
County, O.; Mid-Columbia and Ump- 
qua Basin in Oregon; Burlington and 
Rutland, Vt.; Wenatchee, Wash.; and 
Southern Wisconsin. 


All Were Assigned Quotas 

All of NALU’s 790 affiliated local 
associations were assigned quotas of 
10% of their June 30, 1959 member- 
ship as charter builders and 50% of 
remaining membership as donors of 
$10 or more. Persons who contribute 
$100 or more to the NALU building 
fund are designated as charter build- 
ers and will have their names inscribed 
on bronze plaques in the lobby of the 
new headquarters building . 

Other standout performances re- 
vealed by the Jan. 31 accounting were 
Vermont, 20% of state membership as 
charter builders and 52% as donors; 
Minnesota, 10% CBs and 70% as 


HeNATIONAL UNDERWRITER 


donors; District of Columbia, 18% as LIAMA’‘s Toronto 


CBs and 21% as donors. 

Texas led all states in total number 
of charter builders with 457. California, 
with 426, rated second; New York was 
third with 325. Illinois is top state in 
number of donors, with 1,264. New 
York is second, with 1,072. California 
is third with 997. 


Given New Slogan 


As the NALU campaign moved into 
its final month, fund-raising commit- 
tees throughout the country were giv- 
en a new slogan, “See ’em, tell ’em, 
sell ’em!” 

Weekly “barometer” bulletins from 
NALU headquarters are now pin- 
pointing the amount of money still 
needed to successfully complete the 
campaign . . . as well as money raised 
from Oct. 1, 1959 to date. 

As we go into the last and crucial 
lap of our fund-raising,” Campaign 
Director Eber M. Spence of Indian- 
apolis said, ‘“‘we are encouraged by a 
new pledge of support from general 
agents and managers associations and 
from the General Agents & Managers 
Conference of NALU. 


Seek ‘100% Agency Award’ 


“A large number of persons in sales 
management are aiming for the ‘100% 
agency award,’ which goes to those 
agencies that enlist all of their 
field men in the campaign—with a 
minimum contribution of $10 per field 
man. Agents in the business. six 
months or less are not counted against 
the total number of personnel.” 

Mr. Spence also reminded would- 
be charter builders that they must 
completely pay off their pledges prior 
to April 1, 1960, if they want their 
names on the bronze plaques that will 
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Security 


SECURITY LIFE BUILDING ° 


* Security’s Planned Agency Development 


“Security's Planned Agency Development” program gives: 


Development programs for career 
agents and agency 
Field-tested visual and audio-visual aids. 

Contracts with high reward for quality production. 
Up-to-date policies such as LIPOA* for today’s buyer. 


gers with emphasis on the “how.” 








-.-and much more! 


Security Life and Accident Company, with over 
$600,000,000 insurance in force offers quality plans in Life, 
Accident and Sickness, and Group. 


*LIPOA means Life Insurance Purcha ti 
or ‘Guaranteed Insurability”’ errno 


Life & Accident 
Company 


DENVER 2, COLCRADO 





Agency Management 
Conference Is Set 


Two former Washington officials— 
Lloyd M. Bentsen Jr., a former two- 
term congressman in the House and 
now president of Lincoln National 
Life, and T. Coleman Andrews, former 
commissioner of the Internal Revenue 
Service and now president of Fidelity 
Bankers Life—will be speakers at 
LIAMA’s agency management confer- 
ence in Toronto, March 14-16. Mr. 
Andrews will speak at the Wednesday 
session, details of which will be an- 
nounced later. 

As for the Tuesday session, the 
morning portion will be moderated by 
Kenneth W. Cring, Pacific National. 
Lawrence Leland, American United 
Life, will discuss problems in improv- 
ing agent selection; R. Fred Richard- 
son, Maritime Life of Nova Scotia, 
will talk about increasing agents’ earn- 
ings and Floyd Reynolds, Guarantee 
Mutual Life, will cover the area of 
improving field supervision. 

J. A. Rhind, National Life of Canada, 
will discuss problems of better home 
office support to the field and Mr. 
Bentsen will close the morning session 
with a talk on what a company presi- 
dent expects of his vice-president. 

Three workshops will be conducted 
simultaneously Tuesday afternoon. 
Bernard S. Lyon, Pan-American Life, 
will moderate the workshop ‘Men for 
the 60s.”’ Charles E. Sherer, Midland 
Mutual, will head the workshop on 
managers and C. B. Barksdale, Pro- 
tective Life of Alabama, will direct 
the agency staff workshop. 





be in the building when it is dedicated 
next September. 

The names of persons who pledge 
$100 or more before April and honor 
these pledges prior to Oct. 1, 1960 will 
be included in a supplemental bronze 
listing in the headquarters building. 
These names will be alphabetical 
only—and not alphabetical by state 
like the charter builder plaques. 


Speyer And Bettis Named 
Berkshire Agency Leaders 


Berkshire Life’s general agents, Jo- 
seph L. Speyer, Boston, and James E. 
Bettis, Indianapolis, were named 1959 
winners of the outstanding agency 
awards during the company’s annual 
general agents conference at the home 
office. 

Individual leader awards went to 
Richard V. Arnold, New York, life 
volume; Herman J. Eaton, Kingston, 
N.Y., paid premiums; James E. Snapp, 
West Palm Beach, cases, and J. E. Mc- 
Combs, Washington, D.C., insured 
pension volume. 

Winners among agents less than 
three years in the business were Daniel 
R. Kumiega, Buffalo, rookie of the 
year and life volume leader; Thomas 
N. Belton, Indianapolis, paid premi- 
ums, and A. Byron Crocker, James- 
town, N. Y., cases. 

In the “Berkshire Boosters” year- 
end sales campaign, James B. O’Brien 
Jr., general agent at Albany, won the 
S. S. Wolfson trophy for best perform- 
ance by an agency. The campaign re- 
sulted in $354,578 in new paid pre- 
miums, 109.1% of the quota set for 
the drive. 

NAIC Non-Can Definition In‘Ky. 

The Kentucky department has 
adopted the NAIC approved definition 
of non-cancellable and guaranteed re- 
newable disability insurance. 
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Eubank Retiring From 
Pru; Smith To Become 
Assistant To Shanks 


Geraid A. Eubank, special assist, 
to President Carrol M. Shanks §i 
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Prudential, will retire April 30, ang raise salari 
will be succeeded by Fred Smit, the key man 
vice-president. additional 
Mr. Eubank, a retired rear admirai;; 
has been with Prudential for over : 
years and has been special assistanl Key Man In 
to the president since 1949. Until lag a $10,006 
May, he was also co-manager of thfynd each : 
downtown agency at New York. pany (in the 
He played a significant part ijet) only $4; 
Prudential’s decentralization program! todorovich 
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A Massachusetts Mutual survey of result, $14€ 
settlement provisions of new life mal cost of the 
cies and settlement option changes or return, the 
existing policies indicates that hus- the insuran 
bands today are showing more confi; life $181,00 
dence in their wives’ financial judg pany is $33, 
ment. The company reports that th 
interest option, giving the widow f Shows Com 
rights of withdrawal or change 0} The wors 
option, was chosen in nearly 85% oj for death t 
present policies in which changej age 65, wh 
were desired and 43% of newly issued out $26,000. 
policies. than the $ 
Seven years ago, the company oa that would 
parison showed only 36% of new poli+ insured ex 
cies issued provided the interest op} $10,000 rai 
tion with full rights. Also the numbel years in r 
of policies naming the wife as primary again make 
beneficiary was significantly lowe} dividends o 
than it is today. Mr. Tod 
The company also found that about no special { 
90% of new policies issued named thq retirement 
wife as primary beneficiary and child; paid the ir 
ren born of the marriage as a retirement 
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Cup Won By Phila. Agency | tax purpos 


The Philadelphia agency of Phoenix for the em 
Mutual Life under Manager Gordor added reti 
K. Harper, has been awarded the di able, Mr. T 
rectors cup. This is the fourth timé Waiver Pre 
in 17 years that Mr. Harper’s agenc) ; 
has received the cup. A waiv 

Runner-up in the group of largej relieves tt 
agencies was the New York down premium I 
town agency managed by Orval Aj disability | 
Hosch, and in the group of smallej continues 
agencies, the Pittsburgh  Triangl $10,120 a ; 
agency managed by Frank H. Peirsonj week) dis 
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NEW YORK—Deferred compensa- 
ion funded by a life-65 policy with 
e corporation as beneficiary is a 
heap and effective way of adding to 
bn employe’s compensation without 
straining the employer’s resources, 
b Iporis Todorovich told brokers at the 


ee Biwnite & Winston agency’s weekly 
~ Bheminar at the United States Life 
# > Bhhome office here. 


Mr. Todorovich, Provident Mutual’s 
top producer, said his favorite target 
n selling deferred compensation is the 
mall, well-heeled corporation with 
key executives in the 60% tax bracket. 
The corporation is liable to be taxed 
by the government for unwarranted 
surplus accumulation if it does not 
| 30, aij raise salaries or pay dividends, but 
d Smith the key man will lose 60% of whatever 
. tadditional compensation is offered 


o A 


1 Smith 


r ove ‘ 
ossiall {Key Man Insurance Bought 
Until lag A $10,000 raise put in a reserve 


or of thfund each year would cost the com- 
: jpany (in the 52% corporate tax brack- 
Part ij et) only $4,800 in after-tax money. Mr. 
Program! Todorovich then has the company put 
+ instr $10,000 in key-man insurance annual- 
region ly, with the dividends used for paid-up 
ind han additions. After the employe has re- 
ents fol tired at 65, the dividends are turned 
| Office! pack into surplus to defray the cost 
NCy ac} of the plan. 
*xas, af} With the $4,800 in net cost under 
that ares the deferment plan and a non-tax- 
deductible $10,000 put into key-man 
be avail} insurance, the total cost of the plan is 
Jaze 00 per year. If the employe dies at 





in 195) age 60 after 10 years under the plan, 
1g aS athe total amount of money deferred 
for him, $100,000, will be paid out to 
| his survivors over a period of years. 
ore, |The net cost, after taxes, of this 
amount was $48,000. If premiums of 
VS | $100,000 are added to this figure, the 
rvey ol result, $148,000, represents the total 
fe mal cost of the plan to the company. In 
nges or return, the company receives from 
at hus the insurance carried on the employe’s 
> confi; life $181,000, which means the com- 
1 judg+ pany is $33,000 ahead. 
hat th 
ow fi 
nge 0; The worst point for the company is 
85% 0} for death to come to the employe at 
change: age 65, when the company would be 
’ Issue} out $26,000. Even so, this is a lot less 
than the $48,000 in after-tax money 
y = that would have been paid out if the 
w poli insured executive had accepted the 
2st op) $10,000 raise. If he lives for many 
1umbel years in retirement, the corporation 
rimary again makes money by absorbing the 
lowe} dividends on the life policy. 
Mr. Todorovich’s plan depends on 
_ about no special tax treatment for either the 
ied th retirement or death benefit. Money 
child; paid the insured executive during his 
7 retirement is taxed under the usual 
Income taxes, but at a lower rate due 
| to his lower total earnings. Similarly 





| Shows Company Savings 


rs if the money is paid over to his widow, 
a | it is treated as part of the estate for 
NCY | tax purposes. But the gain in security 


hoenix for the employe with the certainty of 
rordoy added retirement income is undeni- 
he di; able, Mr. Todorovich said. 


| tim¢ Waiver Protects Company 


agency 
A waiver of premium provision 
larger relieves the company of the annual 
down; Premium payment in the event of the 
ral A disability of the employe. The policy 
malley Continues to increase in cash value 
iangl $10,120 a year, and $5,200 (i.e. $100 a 
airson} Week) disability income can be paid 
; wer by the company to the employe with- 
iladel4 out ‘any taxes on either side. Assuming 
again that the company is in the 52% 
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tom }:te.65 Policy Endorsed As Low-Cost 
* ethod Of Funding Deferred Pay Plan 


bracket, the net cost of this payment 
is $2,496. And if this figure is con- 
sidered in relation to the annual cash 
value increase of the policy, the cor- 
poration makes $7,624 a year during 
the period of disability. 

“Funding of deferred compensation 
plans with life insurance,” said Mr. 
Todorovich, “is not only the cheapest 
way for the corporation to discharge 
its obligation, but also a guarantee to 
the employe that no matter what 
happens, namely whether he lives to 
retire, dies during his employment, or 
becomes disabled, the full gamut of 
the benefits promised would go into 
action.” 


Benefits Of Plan Summarized 


Summarizing the benefits under the 
funded deferred compensation plan, 
Mr. Todorovich made the following 
points: 

Deferred compensation plans can be 
discriminatory without tax penalty. 
The employer can select the employes 
of his choosing, eliminate others. 

They are not subject to prior ap- 
proval or later scrutiny of the Internal 
Revenue Service. 

They usually offer greater benefits 
than formal pension or profit-sharing 
plans. 

The corporation gets the deduction 
when it actually starts making pay- 
ments, and the accumulated reserve 
fund may be used for corporate oper- 
ations. 


Stopping Plan Incurs No Penalty 


The plan can be discontinued at any 
time without incurring a tax penalty. 

The employe is only taxed when he 
starts receiving deferred compensation 
payments. 

The plan offers lifetime disability 
income to the covered employe. 

If a split-dollar plan is used, the 
executive can assure his family of a 
sizable amount of life insurance with 
practically no increase in his estate 
tax liability. 


Funded Security Is Newest 


Life Insurer In Illinois 

Inlico Corp. of Chicago, at its first 
stockholder meeting, disclosed plans 
to purchase all of the initial stock to 
be offered by Funded Security Life, 
chartered and now being formed in 
Illinois. 

Inlico stockholders approved the 
nominations of J. Milton Edelstein as 
president, Martin H. Shender as vice- 
president, and Edward G. Edelstein as 
secretary and treasurer. 

The “Funded Security Plan” will 
offer a complete security program to 






the investor that will include admini- 
stration of insurance, investment and 
savings requirements. Inlico Corp. and 
Funded Security Life will have offices 
at 2812 West Peterson Avenue, Chi- 
cago. 


American Medical Assn. 
To Study Care Costs 


American Medical Assn. has appro- 
priated an initial $100,000 grant to 
establish a commission to study medi- 
cal care costs. 

The commission will examine all 
costs and fees for doctors, nurses, 
hospitals, drugs and health insurance 
premiums. It will consult with econ- 
omists, health insurers, hospital re- 
presentatives and a cross section of 
patients. , 

Dr. Louis M. Orr, AMA president, 
said his group was “tackling the cost 
problem in order to help people better 
meet their obligations when illness 
strikes, and to help clarify the con- 
fusion that exists relative to such 
cost.” He said also that it is hoped that 
the study will provide some sound 
advice for the consumer on how to 
get the most from his health dollar. 


Tells CLUs To Forget Key. 


Keep Abreast Of Business 


Unless CLUs forget their designa- 
tion and keep abreast of developments 
which affect life insurance, they will 
be left in the lurch, members of San 
Antonio chapter of CLU were told at 
their February meeting. 

This advice was given by I. A. Graff, 
advanced underwriting director of 
Minnesota Mutual, who spoke on busi- 
ness insurance. Discussing the sole 
proprietor, he said, “Never talk life 
insurance.” The prospect probably will 
say he isn’t interested in life insurance, 
so the agent must get him interested 
in his business worth. 

Mr. Graff stressed that the inherent 
selfishness of men must be recognized 
and the head of the corporation must 
be shown that the corporation will ac- 
tually profit from a pension plan. 
Agents are frequently weak on this 
point because they haven’t educated 
themselves on what services life insur- 
ance will render. 


— 


Jefferson Standard Splits Stock, 
Liberalizes Employe Benefits 

Stockholders of Jefferson Standard 
Life have approved a_ two-for-one 
stock split proposed by the board. The 
management of the company will 
recommend a raise in dividends fol- 
lowing the recapitalization. 

Also approved by the board was a 
proposal making retirement plans for 
employes and agents non-contribu- 
tory. 


Atlantic Life 


INSURANCE COMPANY 


AND A FUTURE UNLIMITED! 
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Grant Taggart, California-Western 
States Life, Cowley, Wyo., right, on 
his 45th anniversary with the com- 
pany, delivers to former Governor 
Simpson of Wyoming two $50,000 pol- 
icies purchased by the governor and 
written on his two sons, Alan, point- 
ing, and Peter, standing right. The 
governor gave the policies to his sons 
as gifts. Alan Simpson is an attorney 
associated with his father in Cody and 
Peter is district distributor for Inter- 
national Swimming Pools. 


May 13 Is Hoodoo Day For 
IAAHU's Black Cat Club 


Hoodoo Day, an A&S sales promo- 
tion of the 30s and 40s, being revived 
by International Assn. of A&H Under- 
writers, has been set for Friday, May 
13. 

Agents meeting the requirements— 
13 apps on Hoodoo Day with $250 min- 
imum annualized premiums or $750 
in projected annualized premium—will 
be admitted to the Black Cat Club. 
Qualifiers will receive membership 
certificates and their names embossed 
on parchment. 

Black Cat producers’ kits with 
enough materials to canvass 26 pros- 
pects are being prepared by IAAHU. 
They may be obtained from IAAHU at 
330 South Wells Street, Chicago 6, for 


$2. 


Rutherford On GAMC 
Card At NALU Midyear 


James E. Rutherford, vice-president 
in charge of mid-American operations 
for Prudential, will be one of the 
speakers on the General Agents & 
Managers Conference program at 
NALU’s midyear meeting in Louisville, 
March 20-24. 

Mr. Rutherford is one of four speak- 
ers scheduled for the program which 
will have as its theme “Selling in the 
Sizzling ’60s.” Names of other speakers 
will be announced later. 

L. Kent Babcock, Aetna Life, Phila- 
delphia, is program chairman. 
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AT CHICAGO UNDERWRITERS MEETING: 





Discusses Psychic Disorders. 


Sees Total Sanity As Maddening 


Underwriting factors in considering 
applicants with disturbed psyches 
were analyzed by Dr. Rigby C. Roskel- 
ley, medical director of North Ameri- 
ean Life of Chicago, in his discussion 
of the character of psychoneurosis. 
While not considering mental de- 
rangement a blessing, he did believe 


universal, complete sanity could make 
things mighty dull, he told members 
of Chicago Home Office Life Under- 
writers Assn. at the February meet- 
ing. 

Dr. Roskelley enumerated the sev- 
eral theories postulated on the causes 
of psychic disorders. All of these 


theories, he said, attempt to clarify 
but in some ways may add to the 
chaos, because the human psyche is 
too complex to be so easily explained. 


Defines Three Divisions 

He defined the three arbitrary di- 
visions of the psyche: id—the primi- 
tive, preformed psychic force in the 
unconscious, which is the source of 
instinctive energy necessary for self- 
preservation and propagation; ego— 
the part of the mind which possesses 
consciousness, maintains its identity 
and recognizes and tests realities; and 








NORTH AMERICAN COnPANY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET + CHICAGO 4 « ILLINOIS 
Operating in 48 states and District of Columbia 


Report From Chicago: 





To Alice in Wonderland, the Red Queen said: 
“Now, here, it takes all the running you can do 
to keep in the same place. If you want to get some- 
where else, you must run twice as fast!”’ 


Running hard just to ‘‘keep in the same 
place’ need not become a way of life. In 
1960, The North American’s life sales (indi- 
vidual, ordinary) are 200% ahead of 1959. 
A year ago, they were 200% of the year 
before. ‘“Twice as fast’’ is the rule here. 

Of course, the wise Red Queen knew that 
to run “‘twice as fast,’’ one must aspire to 
‘‘get somewhere else.’’ At The North Amer- 
ican, for instance, time-proved Total-Quality* 
has been fused with modern, professionally 
tested total-merchandising. Together they 
command absolute sales’ authority. Today 
they move ‘‘twice as fast.”’ 

Whatever the aim may be in life insurance 
sales, The North American’s positive per- 
formance spells success. 

To be sure, all creatures of Wonderland 
really did not aspire beyond ‘“‘the same 
place.’’ But Alice moved ‘‘twice as fast’’— 
and soared to exciting new riches! 

And Alice was just a little country girl 
whose only star was faith. 


*T otal-Quality is the mark of distinguished 
products by North American since 1886. 





Over $700,000,000.00 in force 





March 5, 19q|March 5. 1S 


super-ego—the division which acts x 
the conscience of the unconscious. 

“Generally speaking, the higher de. 
veloped is the super-ego, the greater 
is the intelligence. The more this q. 
curs, the more prone are we to the 
development of psychological impass. 
es which will affect our behavior,” he 
explained. 


Must Study Background 


“A determination as to whether one 
is psychotic or psychoneurotic, oj 
course, becomes of paramount import. 
ance when one considers the time 
lost and institutional care necessary 
with one of these when he is under. 
writing, e specially A&H_ insurance, 
Dr. Roskelley declared. “The tendency 
to suicide in both of these conditions 
makes it necessary to scrutinize the 
background carefully.” 

For his listener’s edification, he dif. 
ferentiated between  psychoneurosis 
and psychoses, the latter being a per- 
sonality disorder severe enough “to 
impair grossly the capacity for social 
adjustment.” The psychoneurotic suf- 
fers only a partial personality disturb- 
ance, which is an indirect expression 
of some difficulty he has in adjusting 
to his environment. “There are no sub- 
jective distortions; the aspects of the 
outer world may be overvalued but 
not distorted in the psychoneurosis; 
whereas the delusions, hallucinations 
and distortions occur in the psychoses, 
In the psychoneurosis rationalized 
thinking may well occur, whereas in 
the psychoses, fantastic, unrealized 
self-centered thinking occurs.” 

Although an attack of psychoneu- 
rosis may go on for long periods of 
time, it is usually short-lived in com- 
parison to psychoses, he declared. It 
recurs regularly and is treated quite 
well on an out-patient basis, except in 
the more severe cases. Frequent in- 

(CONTINUED ON PAGE 24) | 











Three Speakers To Discuss 
Some Approaches To ‘60s At | 
LIAMA Management Meet | 


The different ways three companies 
plan to approach the 1960s will be the 
subject of the final session of LIAMA’s 
agency management conference in! 
Toronto, March 14-16. 

Clyde J. Summerhays, vice-presi- 
dent and director of agencies of Ben- 
eficial Life, the first speaker Wednes- 
day, will tell of his company’s plans to 
celebrate its anniversary in the ’60s. 
James E. Scholefield, vice-president | 
and director of agencies of North} 
American Life & Casualty, will dis- 
cuss his company’s reorganization 
plans, and T. Coleman Andrews, pres- 
ident of Fidelity Bankers Life, will 
close the conference with his speech 
“Organizing for the ’60s.” 


V-P Of N. Y. State Assn. 


Will Drop Out Of Lineup | 


ALBANY—Chauncey D. Cowles Jr.,| 
Northwestern Mutual, Buffalo, has in- 
formed the New York State Assn. of 
Life Underwriters that he will be un- 
able “for purely personal reasons” to 
continue in office after the end of his 
present term as vice-president. 

Mr. Cowles is a partner in Benefits 
Counsel of New York, an activity that 
will require him to be out of the state 
a large part of the time. 

In his letter to President Harry K. 
Gutmann of the state association, Mr. 
Cowles expressed regret at the nec- 
essity for his action and said he 
would continue to be available, with- 
in the limits of his ability, to answer 
any call from the association. 
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There is plenty of room for men with high objectives at 
The Penn Mutual—room for the ambitious life insur- 
ance underwriter interested in getting ahead. A pro- 
gression of carefully-planned training and educational 
programs equips him for all phases of successful life 
insurance selling—from advanced underwriting and 
estate planning to profit-sharing and pension plans. 

As important as the training programs is the whole 






- Back of Your Independence Stands 
The PENN MUTUAL 





Penn Mutual philosophy of encouragement to men inter- 
ested in reaching new heights. We believe that their suc- 
cess is the success of the company .. . their future the 
future of the company. For that reason, The Penn Mutual 
does all it can to help its underwriters reach their goals, 
whether they choose to stay in direct sales or prefer sales 
supervisory, management, or General Agency work. 
Penn Mutual opportunities go to Penn Mutual men. 


* * * 


THE PENN MUTUAL LIFE INSURANCE COMPANY 


INDEPENDENCE SQUARE, PHILADELPHIA 
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PLEASE FURNISH ME MORE DETAILS ABOU 
THE “COMPLETE INSURANCE MERCHANDISIN 
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NALU Midyear Meeting Plans Ready 


(CONTINUED 
of shelves of life insurance books in 
libraries, and promotion of the U. S. 
Chamber of Commerce’s economic dis- 
cussion groups. 

Major projects for the Louisville 
association in conjunction with the 
midyear meeting are a reception for 
all registrants Tuesday evening, March 
22; and an all-day sales congress 
March 24. 

Featured speakers at the sales con- 
gress include NALU President Wil- 


FROM PAGE 2) 

liam S. Hendley Jr., Mutual of New 
York, Columbia, S. C.; NALU Trustee 
R. Edwin Wood, Phoenix Mutual, San 
Francisco; NALU Trustee David M. 
Blumberg, Massachusetts Mutual, 
Knoxville, and NALU Secretary R. L. 
McMillon, Business Men’s Assurance, 
Abilene, Tex. 

Hotel reservations for the midyear 
meeting can be made directly by writ- 
ing the Brown Hotel, 4th and Broad- 
way. 


The lineup of events for NALU’s 
midyear meeting in Louisville, March 
20-24, has been completed and will be 
as follows: 

Sunday: NALU trustees luncheon 
and meeting and General Agents & 
Managers Conference executive com- 
mittee meeting. 

Monday: NALU committee meet- 
ings; GAMC directors meeting and, in 
the evening, association workshop. 

Tuesday: Women Leaders Round 
Table breakfast; NALU board meeting; 
community affairs workshop; GAMC 
management program; GAMC lunch- 





Aid Association for Lutherans serves Synodical Confer- 
ence Lutherans. Ownership of AAL, America’s leading 
fraternal life insurance society, belongs to its 535,000 
members whose trust has made our remarkable growth 
possible. Serving these people and their church institu- 


tions is very satisfying to our 503 District Representatives 


and the 52 General Agents of AAL. 


AID ASSOCIATION 





FOR LUTHERANS 


APPLETON, WISCONSIN 
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eon and NALU national council. In the 
evening, the Louisville association re. 
ception and the agents forum. 

Wednesday: NALU past presidents’ 
breakfast; national council (morning 
and afternoon sessions); LUTC lunch. 
eon. 

Thursday: NALU board and Louis. 
ville sales congress. 

Among the topics scheduled for 
discussion at committee meetings on 
Monday and at the national council 
meetings on Tuesday and Wednesday 
will be NALU’s future course of action 
on group limits; its position on the 
Keogh bill in view of the proposed 
ALC-LIA amendment; successful com- 
pletion of the fund raising campaign 
for the headquarters building; acceler. 
ation of such NALU-sponsored public 
relations programs as the anti-infla- 
tion campaign; a social security ‘“con- 
tainment” program and promotion of 
discussion groups in citizenship and 
political action. 


—— 


Travelers Multiple Line 


Class Names Its Best Man 


Students from the U. S., Canada, 
Japan and Brazil were among the 27 
who attended the multiple line class 
at Travelers education center. Mason 
L. Thompson Jr., Kansas City, was 
chosen by the class as its best insur- 
ance salesman. 


Robert A. Zoller, Los Angeles, was 


picked as best all around insurance 
man; Francis E. Malone, Toledo, as 
“the man I would prefer to be my 
insurance agent”; Henry C. Bynum, 
Sumter, S. C., as the hardest worker; 
Dale V. Dalton, Hugo, Okla., as most 
improved salesman; David C. Knight, 
Boston, best insurance student, and 
Charles P. Midgley, Bennettsville, S. C., 
as the man who made the most pro- 
gress. 

David C. Knight tied with Peter M. 
Farrand, New York City, for the best 
marks in examinations. 


Set Dates For Ill. Assn. 


Annual, Decatur Congress 
Illinois Assn. of Life Underwriters 


will hold its annual meeting May 27, | 


Orlando Hotel, Decatur. Following a 
custom of long standing, the Decatur 
association will hold its annual sales 
congress the following day, this being 
the 10th running of the event. Robert 
E. Hill of University of Illinois finance 
department will address the state 
association at its banquet. 

The Decatur association program 





——————— 








includes “Life Insurance at the Cross- | 


roads” by Commissioner Alden Palmer 
of Indiana; “How I Bait My App 
Trap,” Bart Hodges, New York Life, 
Austin, Tex., and “A Professional 
Career” by George C. Michales, Provi- 
dent Mutual Life, Kansas City. Also 
included on the agenda is the play 
“Stardust” written by Laflin C. Jones, 





director of markets research, North- | 


western Mutual. 


Aetna Life Awards Made 


Aetna Life has awarded the presi- 
dent’s trophy to the following general 
agencies: Maddox, Atlanta; Austin, 
Brooklyn; Craig, Los Angeles; Bikoff, 
New York; Twyman, San Antonio; 
W. J. Schergens, Shreveport, and Car- 
son, Toledo. 

United of Chicago has declared a 
quarterly dividend of 20 cents per 
share, payable March 1 to stockholders 
of record Feb. 19. The dividend is 
three cents per share more than the 
1959 regular quarterly dividends. 
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Editorial Comment 
What's The Man Going To Talk About? 


When an association announces with 
usually justifiable pride the names and 
subjects of the speakers for its next 
meeting, the main aim is to tell the 
readers something that will stimulate 
attendance at the meeting. The reader 
should be moved to say to himself, 
“That’s something I don’t want to 
miss!” 

But a great part of this essential 
purpose is frustrated when the title 
given for a speaker’s talk is so cryptic 
as to convey little or no meaning to 
the reader. To announce that Agency 
Vice-president J. Joseph Doakes of 
Hectic Life will talk on “Mousemeat” 
or “Stuffing Sausages” or “The ‘You’ 
in ‘Useless’”-—and these titles are no 
sillier than some we’ve seen—accom- 
plishes nothing more than merely 
saying that Agency Vice-president J. 
Joseph Doakes of Hectic Life will 
speak at the meeting. Oh, yes, it ac- 
complishes one other thing—it irri- 
tates the reader. 


The theory behind these coy titles 
may be that they pique the reader’s 
curiosity and make him more anxi- 
ous to go to the meeting and hear 
what the man has to say. But we’ll bet 
that one of these irritating, enigma- 
tic speech titles stimulates far less at- 
tendance than would a title indicat- 
ing clearly what the speaker is going 
to discuss. 

Sometimes the speaker wants his 
talk billed in a certain way and the 
resulting bafflement isn’t entirely the 
fault of the person responsible for is- 
suing publicity. But there is an “out” 
even in such situations. The next 
time a speaker says he is going to 
talk, for example, on “Nux Vomica 
and Life Insurance” why not include 
in the announcement a subtitle indicat- 
ing what he will really talk on, or at 
least a few words of explanation for 
the benefit of readers interested in in- 
formation rather than cuteness?— 
R.B.M. 


Insurance Men And Politics 


As this presidential election year 
gets under way, some segments of 
the insurance business are buying a 
chamber of commerce idea and are 
becoming active in politics. Among 
the examples are the courses in prac- 
tical politics that California Assn. of 
Life Underwriters and California 
Assn. of Insurance Agents are con- 
ducting for their members. 

The idea there was prompted by 
the success that labor unions have 
experienced in organizing their mem- 
bers for political action through such 
entities as AFL-CIO’s commission on 
political education. Labor’s ability to 
get candidates friendly to it elected has 
long been recognized by business, but 
heretofore little has been done in the 
way of emulation. 

How citizen apathy can kill a candi- 
date or issue just as surely as an un- 
popular platform was illustrated in the 
1958 state and congressional elections. 
At that time there were 2.1 million 
Democratic party workers against 1 
million Republican workers. Leaders 
of both parties agreed that the dif- 


ference in organizational strength was 
a major factor in the election results. 

That taking a leaf out of labor’s 
book might be a good idea was indi- 
cated in a talk before an agents’ asso- 
ciation in Kansas City, Kan., last fall. 
C. C. Kilker, manager of the Kansas 
Chamber of Commerce, declared that 
business men shy away from “the 
greatest business on earth—that of 
running the United States govern- 
ment.” He warned that unless this 
attitude is reversed and business men 
start taking an interest in politics, 
private enterprise might face extinc- 
tion. 

Even without panicking over such 
extreme statements as that, it’s pos- 
sible to concede that Mr. Kilker has a 
point that should bring more than an 
“uh-huh” reaction. Traditionally, busi- 
ness men have been cautious to the 
point of timidity about involvement 
in politics. Many of them shrink from 
what seems like a rough-and-tumble 
and often dirty game. Also, they fear 
that mixing into politics is a good way 
to alienate customers, especially those 


of the other party. 

But for the insurance man _ there 
are such incentives to political activi- 
ty as the menace of Forand-type 
health insurance proposals, other so- 
cial security expansions, and possible 
federal regulation of insurance. Per- 
haps it would be better to take a 
chance on the scars of political battle 
than to let too many important issues 
be decided without a political struggle 
to get them decided the “right” way. 

There’s more to it than a decision 
to take the plunge, of course. Not only 
must the insurance man know whom to 
approach but how to do it most ef- 
fectively. To this end, a number of 
corporations and trade associations 
have instituted courses of instruction. 
Much of the material used is from the 
nine courses in practical politics made 
available by the United States Cham- 
ber of Commerce. 

These courses not only show how a 
business man can fit into politics but 
also explain political parties, organiza- 
tion of the precinct, campaigns, clubs, 
leaders’ problems, meetings, and the 
other items of practical know-how. 

A professional man whose class in 
practical politics was featured in a 
Sunday supplement some time ago ex- 
presses it aptly: “For too long we’ve 
been letting a handful of people do all 
the work in politics. All the rest of us 
have done is give money sometimes 
and sit back and complain. I think we 
learned that if we don’t pitch in with 
the tough jobs, we’ve nothing to gripe 
about.” 

The courses are non-partisan. The 
business man studying them learns 
how to get his message across—not 
what his message should be. The 
“what” is less important as a subject 
for schooling, because the student 
usually knows what that is, or he 
wouldn’t be taking the course in the 
first place. —R.G.E. 





Gene J. Quirini, advertising-pub- 
licity director Federal Life of Chicago, 
and Mrs. Quirini, have had their first 
child, Monique. 


Lester O. Schriver, executive vice- 
president of National Assn. of Life Un- 
derwriters, was among the six pas- 
engers who shared anxious moments 
aboard the Trans World Airlines plane 
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that made a safe belly landing this 
week at Olathe (Kan.) Naval Air Sta. 
tion. The plane, scheduled for a 40. 
minute flight to Peoria, lost its landing 
gear after taking off from Midway 
Airport at Chicago, and spent more 
than three hours in the air consuming 
fuel on the way to the Olathe fielg 


Julian S. Myrick, Mutual of New 
York, New York City, chairman of 
American College, 
past president of 
the national, New 
York state and 
New York City 
life underwriters 
associations, for.- 
mer Mutual man. 
ager and vice. 
president, cele. 
brated his 80th 
birthday Tuesday, 
A veteran of §2 
years in the busi- 
ness, he is an ac- 
tive life insurance salesman and plays 
tennis at least three times a week. Two 
years ago he earned membership in the 
Million Dollar Round Table for the 
first time and did it again in 1959. In 
1947 he won NALU’s Russell award 
for outstanding service to the institu- 
tion of life insurance. He is a former 
president of the U. S. Lawn Tennis 
Assn. and former chairman of the Da- 
vis and the Wightman cup committees. 


H. Ladd Plumley, chairman and 
president of State Mutual Life, ad- 
dressed a breakfast gathering of Beth 
Israel Synagogue in Worcester at the 
opening of Brotherhood Week. 





Julian S. Myrick 


R. Manning Brown Jr., vice-presi- 
dent of New York Life, has been ap- 
pointed a member of the _ national 
committee of the voluntary home 
mortgage credit program. 


Herbert Geist, general agent of 
Massachusetts Mutual Life at Chicago, 
and Mrs. Geist, are on a two months 
tour of Europe. They will visit princi- 
pal cities in Italy, France, Greece and 
the British Isles and will also include 
Israel in their itinerary. 


Deaths 


FRED MITCHELL, former general 
agent in Detroit for Inter-Ocean for 
more than 25 years, died at his home 
in Garden Grove, Cal., where he had 
been living in semi-retirement. He 
joined the company in 1928. 





CLARENCE M. LAWING, district | 


manager of Western & Southern Life 
at Gastonia, N.C., died in a Charlotte 
hospital after a long illness. 


PHINEHAS PROUTY Jr. 61, died at 
his La Jolla, Cal., home. Before his vol- 
untary retirement 11 years ago he was 
general agent at Los Angeles of 
Connecticut Mutual Life and prior to 
that was one of the leading life agents 
in Los Angeles and a life member of 
the Million Dollar Round Table. He 
was president of Los Angeles Life Un- 
derwriters Assn. from 1936 to 1937. 


GA Advisory Council For 


Security Mutual Named 


William B. Mintzer, general agent in 
New York City for Security Mutual 
of New York has been made chairman 
of the company’s general agents ad- 
visory council for 1960. The council is 
a consulting body that acts as liaison 
for the field force. 
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Seek Candidates For 
NALU Russell Award 


WASHINGTON—R ecommend- 
ations for the 1960 John Newton Rus- 
sell award, highest individual honor ac- 
corded by the life insurance business, 
are now being solicited. 

A recommendation blank appears 
in the March, 1960 issue of Life As- 
sociation News. 

The award was established by John 
Henry Russell of Los Angeles as a 
tribute to his father, who was a past 
president of NALU and an outstand- 
ing life insurance leader. The first 
awards were made in 1947 and 18 in 
all have been made. 


Anyone May Recommend 


Any person connected with the in- 
stitution of life insurance may submit 
a suggested name on the official rec- 
ommendation blank or a_ facsimile 
thereof. The awards committee of 
NALU suggests that sustained and 
meritorious service by a living person 
as viewed in retrospect—as well as 
specific action during a single year— 
be the criterion for recommendation. 

The awards committee of judges 
representing various life insurance 
organizations and past award win- 
ners will evaluate thousands of rec- 
ommendations to select that person 
who has rendered service “above and 
beyond the call of duty.” The name of 
the Russell memorial award winner 
is made public each year during the 
NALU annual convention. 


Award Takes Three Forms 


The Russell memorial award is 
made in three forms: The recipient’s 
name is engraved on a_ permanent 
plaque that is displayed in the head- 
quarters of the national association; 
a miniature of the plaque, suitably 
engraved, is presented to the recipient 
—together with a “tribute” describing 
his outstanding services to life insur- 
ance; an inscribed watch is presented 
to the award winner 

Chairman of the 1960 Russell mé- 
morial award committee is A. Jack 
Nussbaum, Massachusetts Mutual, 
Milwaukee, third immediate past pres- 
ident of NALU. Last year’s Russell 
award winner was Claris Adams, ex- 
ecutive vice-president and _ general 
counsel of American Life Convention. 


Card For LOMA Debit 


Forum Is Completed 


The program for Life Office Man- 
agement Assn.’s first debit forum at 
the Sheraton- St. Charles Hotel, New 
Orleans, March 28-30, has been com- 
pleted. It will open with a welcoming 
address by Roy A. MacDonald, LOMA 
managing director, who will be fol- 
lowed by Charles H. Bader, Interstate 
Life & Accident, who, as association 
President, will discuss “Industry 
Trends in Debit Business.” 

How a large company and a small- 
er company look at debit business will 
be covered by Noel S. Baker, John 
Hancock, and Laurence F. Lee Jr., 
Peninsular Life. 

Two simultaneous discussion groups, 
which will have as chairmen, Chris 
C. Hamlet, Home Security Life, and 
Sam P. Hatch, Life of Georgia, will 
fill out the remainder of the first 
day’s program. Subjects under discus- 
sion will be transfer procedures; debit 
Policy file and registers; record-keep- 
ing for family plans; Ramac opera- 
tions in a combination company; home 
office debit, mail pay; district office 
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clerical procedures, and job enlarge- 
ment. 
Tuesday Panels 

The program for the second day will 
open with two panel discussions— 
“Mechanized Procedures for Debit Pol- 
icy Issue” and “Debit Premium Ac- 
counting Procedures.” 

Tuesday afternoon will be turned 
over to a discussion of the subjects of 
the morning session and will be di- 
rected by Charles J. Skarke Jr., Amer- 
ican National. 

Wednesday, the program will open 
with two panels moderated by John W. 
Knight, American General. Subjects of 
the panels will be “The Responsibility 
for Service to Policyholders” and “Put- 
ting Policyholder Service Into Prac- 
tice.” 

H. Clay Evans Johnson, president 
of Interstate Life & Accident, will de- 
liver the closing address, “The Who, 
When and What of the Combination 
Underwriter.” 


Tookey To Be Other Agents 
Forum Speaker On Trends 
At NALU Midyear Meeting 


Clarence H. Tookey, actuarial vice- 
president of Occidental of California, 
will appear on the agents forum pro- 
gram during the midyear meeting of 
NALWU at Louisville, March 20-24. 

Mr. Tookey joins the previously an- 
nounced forum speaker, Harry K. Gut- 
mann, Mutual of New York, New 
York, and president of New York State 
Life Underwriters Assn., in an ex- 
ploration of the theme “Trends in Life 
Insurance—Good or Bad.” 


Ind. Legislature To Study 
Problems Of Oldster Cover 


Hearings on the problems of insur- 
ing the over-aged and retired will be 
held March 8 by the joint legislative 
insurance study committee of the In- 
diana general assembly, State Sen. J. 
Russell Townsend Jr., told members 
of Life Insurance Women’s Assn. of 
Indianapolis at their February meet- 
ing. 

The scheduled hearings, to be held 
in the house of representatives cham- 
bers, will be open to the public and 
include representatives of insurance 
companies, labor unions, medical 
groups, and “interested citizens.” 

Sen. Townsend listed “several rather 
technical matters” on which his com- 
mittee will recommend action in the 
next legislative session: 

(1) Appropriations for the insurance 
department. 

(2) Strengthening and redefining 
investments permitted by law for in- 
surance companies. 

(3) A law calling for inclusion in 
the name of any agency, words identi- 
fying it as an agency in contrast to a 
company. ‘ 

(4) A law permitting legislative 
committees to have access to confiden- 
tial records, including examination re- 
ports, now apparantly closed to them. 

He reported that the committee’s 
general survey of the business in 
Indiana indicates it is in a healthy 
condition and “a credit to our state in 
almost all respects.” 

Paul H. Conway, general agent emer- 
itus of John Hancock at Syracuse, has 
been honored by NALWU for long serv- 
ice in the field of estate planning and 
trust officer-life agent relations at a 
meeting of the trust division com- 
mittee on relations with life under- 
writers of American Bankers Assn. 
and representatives of NALU at New 
York. 


N. Y. Times Urges 
Thacher To Release 
Health Plan Study 


The New York Times in an editorial 
has urged Superintendent Thacher of 
New York to release the report he has 
received on the Columbia University 
study of Blue Cross plans. The paper 
said this action would help Mr. Thach- 
er make a sound decision on rates and 
would enable the public to appraise 
his ruling. The New York department, 
however, has indicated that it will not 
release the report until April. 


Comments On Increase Request 


Commenting on the present request 
for rate increases by Blue Cross now 
being considered by the department, 
the Times notes that the service has 
promised that the basic hospital ex- 
pense contract will be expanded in 
several ways if a 30 to 35% rise is 
granted. 

The editorial states that it will be up 
to Mr. Thacher to decide if the rate 
request is reasonable and to set a 
lower limit, if it isn’t. However, he has 
no direct power to order cuts in costs 
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Poor Salesmanship 
Causes Lapses And 
Surrenders: Skoglund 


Poor salesmanship is usually the 
reason behind lapses and surrenders, 
H. P. Skoglund, president of North 
American L.&C., told branch man- 
agers and field representatives at the 
company’s sales convention in Minne- 
apolis. 

“People drop their insurance when 
they have been sold something they 
are not educated to want or need, or 
something they do not understand,” 
he said. 

Mr. Skoglund said lapses and sur- 
renders were worrying some compa- 
nies despite the steady and rapid in- 
crease in new business. He noted that 
$15 billion of ordinary insurance 
lapsed or surrendered last year. 





by Blue Cross itself or by the hospitals 
whose charges it meets. These cuts 
might temper a raise in rates without 
impairment of hospital care. That, in 
the paper’s opinion, is the overriding 
issue which the rate request has 
raised. 
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out in front 


A Bankerslifeman is our contact with the public. The impression 
he creates is a reflection upon himeelf ... our Company .. . and 


the entire insurance industry. He is truly the man who is “out 


This is why we carefully choose and thoroughly train every 
Bankerslifeman. He is taught to take a professional view of his 
work—service becomes his watchword. He is given a thorough 
knowledge of life insurance and its many uses so he may have 


both the desire and the skill to give competent counsel and 


A Bankerslifeman knows he is “out in front” in another way— 
he knows his Company is one of the true pioneers in developing 
new ideas to fit the changing needs of the public. He is proud to 
say he was the first to carry the now popular Guaranteed Pur- 
chase Option and the Wife Protection Rider in his brief case. 
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Home Office Changes 


National Fidelity Life 


H. S. Hook has been elected admin- 
istrative vice-president. 


Boston Mutual Life 


Assistant secretaries promoted to 
secretaries are Henry L. Geer, under- 
writing; Earle L. Keene, policyholders 
service, and Thomas P. O’Keefe, home 


office administration. 

Also promoted were Stephen H. 
Davis to assistant secretary and man- 
ager of the tabulating department; 
Henry J. Flaherty to assistant secre- 
tary and director of public relations; 
Robert J. McGill to assistant secretary, 
policyholders service; James H. Poulin 
to assistant secretary, methods and 
planning; Ambrose F. Reinhalter to 


assistant treasurer; Hugh M. Sturrock 


to assistant secretary, policy depart- 
ment, and Hugh F. Underhill to as- 


sistant secretary, monthly debit or- 


dinary department. 


Lutheran Brotherhood 


W. A. Johnson has been appointed 
assistant superintendent in the agency 
department. 


Atlantic Life 


G. M. Pollard has been named as- 
sistant secretary. He was formerly an 
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= its historic introduction but a short time ago, Planned 
Living by State Mutual of America has won unique and vigorous 
field support as the better way approach to the marketing of all 
individual policy products of the Company. Planned Living is 
a precisely-plotted and professional sales approach — one which 
virtually compels a hearing in every instance. It is an approach 
which is helping our growing sales force move State Mutual 
products more quickly, with more confidence, with greater skill 


and with better results than was ever before possible. 
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auditor for Universal Life before it 
purchase by Atlantic Life. Before tha 
he was an examiner with the Vi. 
ginia Corporation commission. 


Colonial Life 


Claude J. Talbot 
has been appointed 
assistant superin. 
tendent of agen. 
cies, training. Mr 
Talbot, a CLU, has 
been with New 
England Life at 
Newark. 





Claude J. Talbot 


United Benefit Life 


G. D. Milne has 
been elected treas- 
urer. Previously 
assistant treasurer, 
he has been in the 
insurance  invest- 
ment field since 
1938. 





G. D. Milne 


American United Life 


P. R. Hopper has joined the con- | 


troller’s staff. He was formerly staff 
accountant with Aluminum Company 
of America. 


Home Life Of New York 


Charles A. Mur- 
phy and William 
B. Wallace have 
been made direct- 
ors of sales re- 
search and devel- 
opment. Mr. 
Murphy has been 
executive assistant 
in the sales de- 
partment and be- 
fore that was man- 
ager at Provi- 
dence. Mr. Wallace 
has been assistant 
manager at Washington and field as- 





Charles A. Murphy 





Victor M. Kramer 


Henry Farber 


sistant in the home office. 
Walther S. Stephenson has_ been 





i = 
William B. Wallace 


made director of field training. He was 
formerly an assistant manager at 
Philadelphia. 

Henry Farber, formerly editor of the 


W. S. Stephenson 
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Victor M. Kramer has been made 
manager of field service. He has been 
sales promotion writer and assistant 
manager of field service. 


Allstate 


D. S. Connell has joined the com- 
pany in the sales administration de- 
partment. He has been agencies di- 
rector for Aetna Life. 


Kansas City Life 
0. J. Owen of the premium notices 
division has retired after more than 
95 years with the company, and Clyde 
Griffith of the addressograph depart- 
ment will retire March 31, after more 
than 22 years. 


Business Men’s Assurance 

G. B. Whitsitt, claim coordinator, is 
retiring after 33 years with the com- 
pany. He joined the company as claim 
examiner and was vice-president of 
claims from 1954 to 1959. 


World Of Omaha 


T. D. Eilers has been elected board 
chairman; D. L. Eilers, president; R. 
| £. Keeling, vice-president and treas- 

urer; J. W. Marer, vice-president and 
; general counsel, and R. F. Ruther- 
ford, secretary. 





National Travelers Life 
L. A. Vasholz has been named su- 
pervisor of agencies. 


Paul Revere-Mass. Protective 

Robert Allen Jr., associate super- 
intendent of the claims department, 
has been promoted to 2nd vice-pres- 
ident and associate superintendent. 

James L. Moorefield is named 2nd 
vice-president and assistant general 
counsel. He is chairman of the tax 
subcommittee of Health Insurance 
Assn.’s committee on legislation. 

John M. Sutherland Jr. has been 
elected 2nd vice-president and asso- 
| ciate actuary. He is a fellow of Society 
| of Actuaries. 

William H. Wyeth, manager of re- 
search since 1957, is promoted to 2nd 
vice-president and manager of the 
| data processing department. 


BANKERS LIFE OF INDIANA has 
elected A. C. Cast chairman. 





CALIFORNIA LIFE has promoted 
| J. M. Chartrand from agency super- 
| visor to agency secretary. 
£ 


| FIRST COLONY LIFE has pro- 
moted Edward T. Kirkeby, manager 
of the group department, to assistant 
vice-president. He was formerly with 
Johnson & Higgins, New York insur- 
ance brokers, and is a former sec- 
retary of Virginia Assn. of A&H Un- 
| derwriters. 





KENTUCKY CENTRAL L.&A— 
| Promoted to vice-president are E. A. 
| Ford; Thomas Ford; E. H. Speckman 
Jr. and E. W. Yates. 


LONDON LIFE—A. W. Anderson 
has been appointed vice-president and 
secretary. 


NORTHERN LIFE of Seattle has 
appointed E. E. Scribner actuary, to 
Succeed the late G. R. Bingham. 


PACIFIC MUTUAL LIFE has pro- 
moted H. T. Joanning to assistant 
treasurer, H. C. LaBresh to manager 
of the planning and coordinating de- 
partment, and R. I. Colbourn to man- 
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ager of the general accounting de- 
partment. 

J. A. Thomas has been appointed 
assistant counsel. He has been in pri- 
vate practice. 





Exhorts Tex. Agents 
To Oppose Forand Bill 


Agents should inform their repre- 
sentatives in Congress of their opposi- 
tion to the Forand bill, C. E. Gaines, 
director Southern Methodist Institute, 
advised San Antonio Assn. of Life 
Underwriters. 

Mr. Gaines, in a talk entitled “The 
Climate of Economic Security,” said a 
complete change has occurred in Con- 
gress’s attitude toward the social se- 
curity program. In 1937, the program 
was set up for a minority and to 
provide a minimum income for the 
beneficiaries. Today, the view is based 
on an adequate income. 

The present era is one of “mutual 
fund and invest the difference” and 
one in which the life agent is half- 
convinced of the wisdom of this. Mr. 
Gaines said this attitude is based on 
the agent’s loss of sight of the funda- 
mentals of life insurance service. 

Developing the idea of having money 
not only for the present but also for 
the future, the speaker said the two 
questions about future income which 
must be asked are: How much income 
will be necessary? Will it be available 
when necessary? 

Only permanent life insurance with 
its cash values can create an estate, 
Mr. Gaines stated. Life insurance is 
designed not to make a man rich but 
to prevent his becoming poor. 


Midland Mutual Adds 
To Its A&S Portfolio 


Two policies and three optional ben- 
efits head the list of additions to the 
A&sS portfolio of Midland Mutual Life. 

The company’s series of non-can- 
cellable, guaranteed renewable disabil- 
ity income policies has been expanded 
to include two plans: One provides 
lifetime accident benefits and full 
sickness benefits to age 65; the other 
provides lifetime accident benefits and 
a 10-year sickness benefit. 

Also available are these optional 
benefits for non-cancellable plans: 

Partial disability for A&S providing 
for payment of half the monthly total 
disability benefit up to six months, 
immediately following a period of dis- 
ability. Partial disability is also of- 
fered on an accident-only basis. 

Hospital-nurse rider, which pays an 
additional monthly benefit up to six 
months from the first day of hospital 
confinement or while the insured is 
under the care of a registered grad- 
uate nurse. 

The addition of a maternity hospital 
expense rider as an optional benefit 
under the hospital and surgical ex- 
pense policy, which is guaranteed re- 
newable for life. Amount of the ma- 
ternity benefit is 10 times the daily 
hospital benefit. Maximum daily hos- 
pital benefit under this policy has been 
increased to $20, and a $400 surgical 
schedule has been added. 


Raises Interest Rates 


Minimum interest rates on funds 
left with the company have been in- 
creased from 3% to 3%4% by Lincoln 
National Life, effective last Jan. 1. 
This will result in lower net costs on 
all participating plans where dividends 
are left to accumulate with the com- 
pany. One year term rates have been 
reduced, thus a given dividend will 
buy more one year term insurance. 
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The New Sound at Foundation 


Is The Sound of 


EXPANSION 


The beginning of the new year brought more than 
concrete resolutions by members of The Foundation 
Group; during January, plans have been formulated 
for the expansion of some members of the Group 
into new areas and new states. This expansion is 
almost inevitable for members of The Foundation 
Group, because of the unique opportunity to con- 
centrate virtually all plans and energies toward 
building strong and aggressive sales forces. 


FOUNDATION GROUP MEMBERS 
CAN CONCENTRATE ON EXPANSION 


BECAUSE: 


They are provided with complete, centralized home 
office services, freeing their executives of the details 
of administration and giving them access to man- 
agement planning that is looking toward orderly, 
controlled expansion. 


WRITE NOW 


FOR INFORMATION ABOUT 
THE FOUNDATION GROUP 


Atlanta 26, Georgia 
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FeNATIONAL UNDERWRITER 


Complete N. Y. Life’s Service Office Net 


(CONTINUED FROM PAGE 4) 


service office cities. Agent commission 
accounting has also been transferred 
to the central service offices. 

“With several of these offices in 
operation now for more than a year, 
both the logic of the new system and 
its potential cost savings have been 
amply demonstrated to the company,” 
Mr. Dowell said. 


Needs Experienced Executive 


“Any change in our operating pro- 
cedures as fundamental as this may be 
expected to present some problems un- 
til our personnel is thoroughly trained 
to it. To assure a smooth fitting of 
the new system into all other com- 
pany operations, including full and 
uninterrupted service to agents and 
policy-owners, requires the supervi- 
sion of a top executive with special 
marketing and field experience. 

“Mr. Lyons’ distinguished record 
over the past 30 years with New York 
Life, and his wide knowledge of our 
marketing conditions made him the 
logical executive to take on this im- 
portant responsibility.” 

Discussing the company’s reason for 
installation of the new system, Mr. 
Dowell said: 


Continued Cost Rise Threatened 


“The impressive growth of company 
business in recent years, stimulated 
by our broadened product line, was 
accompanied by rising costs in record- 
keeping under our former procedures. 
While this was to be normally ex- 
pected, a long-range study convinced 
us that these costs could rapidly be- 
come uneconomical under any substan- 
tial program of expansion of sales out- 


lets. We saw that in the important 
years ahead our expansion could well 
become inhibited by these rising costs 
and duplication of record-keeping ac- 
tivities. 

“To gain flexibility we need for fut- 
ure expansion it became obvious that 
the existing general offices (agencies), 
and new offices that we open, should 
be relieved of the heavy load of man- 
ual accounting and record-keeping. By 
centralizing this function regionally 
we not only free the general offices of 
a function that is not related to their 
prime marketing purpose, but also we 
can continue to provide proper serv- 
ice to both policy-owners and agents. 


Will Cut Costs Significantly 


“Fortunately, recent advances in 
electronic and other accounting mach- 
inery, and in communications, made 
this possible at this time. The central 
service offices at their regional loca- 
tions enable us to take advantage of 
these advances, and also permit a 
greater use of the two home office 
electronic installations—the IBM 705 
and RCA Bizmac. This will result ev- 
entually in significantly reduced ac- 
counting costs. 

“In the meantime, we have cleared 
the decks at our general offices and 
are prepared to expand—freely and 
economically—to meet the _ greatest 
sales opportunity in our 115 years of 
history.” 

Mr. Dowell pointed out that among 
the other advantages of the central 
service offices will be a saving in 
office rentals in the field. In addition 
to space savings at all of the agencies, 
the new central service offices can be 
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REPORT ON A DECADE 


In the Past Ten Years Fidelity... 


e 
@ Increased insurance in force by 99%. 
@ Increased assets by 56%. 

@ 


sistency records in the business. 


Insurance-in-force over $1,240,000,000 
Assets over $360,000,000 





Increased annual sales volume each year. 
Sales for 1959 were 248% of those in 1949. 


Established one of the best policyholder per- 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 
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A WELL-BALANCED COMPANY 
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placed in city locations which, while 
convenient to employes, need not be 
in high-rental downtown areas. 

Mr. Dowell said the change to the 
new system has been accomplished 
with a minimum shifting of personnel. 
In most cases reassignment has been 
accompanied by upgrading of both re- 
sponsibilities and salary for the em- 
ploye. 

The two final service office still to 
be opened will be in Los Angeles. 
Following are the cities where the 
other 31 are located: Atlanta, Boston, 
Charlotte, Chicago (2), Cincinnati, 
Cleveland, Dallas, Denver, Des Moines, 
Detroit, Jacksonville, Kansas City, 
Memphis, Milwaukee, Minneapolis, 
New Orleans, New York City (3), Ok- 
lahoma City, Philadelphia, Phoenix, 
Pittsburgh, Sacramento, St. Louis, Salt 
Lake City, San Francisco, Seattle, 
Syracuse, and Washington, D.C. 


NALU Bulletin Keeps State 
Associations Up-To-Date 


On Federal Legislation 

An analysis of pending federal legis- 
lation of importance to the life busi- 
ness and to life agents has been dis- 
tributed by NALU to state association 
committees for coordinating federal 
legislative action. 

The analysis, “Federal Legislative 
Information Bulletin,’ includes brief 
explanations of such major issues as 
the Forand bill, Keogh-Simpson bill, 
internal revenue code, debit agents as 
outside salesmen, National Service 
Life Insurance and the federal budget. 
The bulletin also contains NALU’s 
official position on each of these issues 
and recommends effective ways the 
state committees can go about inform- 
ing members of Congress about 
NALU’s legislative objectives. 

Additional information and action 
bulletins will be sent from NALU to 
the state associations from time to 
time to keep coordinating committees 
up-to-date on the status of pending 
legislation and to request grass-roots 
support or opposition on individual 
bills as they become live issues. 


New III. Insurer 

Stating that they believe there is 
“a need for another Illinois life in- 
surance company with stock to be 
held by Illinois residents,” the incor- 
porators of Land of Lincoln Life of 
Springfield issued a prospectus de- 
signed for Illinois residents only for 
an offering of 600,000 shares of com- 
mon stock at $1, the par being 35 
cents. The issue is not registered with 
the SEC. 

Universal Securities Corp. will han- 
dle the stock sale on a 15% commis- 
sion. Land of Lincoln Life has author- 
ized 20 million shares of 35 cent par 
stock, and the prospectus indicates 
that the remaining shares will be of- 
fered from time to time as permitted 
by the Illinois department. 

Of the first $510,000 expected from 
the sale of the 600,000 shares, $210,- 
000 will go to capital and the re- 
mainder to surplus. 

Land of Lincoln Life “proposes to 
make available to the public a wide 
selection of life insurance policies, both 
non-participating and participating in 
such combination that will appeal to 
the public.” All business above $5,000 
will be reinsured, and the prospectus 
says “several of the largest reinsur- 
ance companies in America are already 
bidding for this business.” 

Land of Lincoln Life was chartered 
Jan.15, but will not receive its authori- 
ty to transact business until the first 
stock sale is completed. 
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Roskelley Discusses 
Psychic Disorders 
At Chicago Meeting 


(CONTINUED FROM PAGE 14) 
vestigative hospitalizations are 
quired. 

While suicide is responsible for in- 
creased mortality, another cause is 
underlying organic disease. “We 
should all remember that neurotics 
develop organic disease but that the 
neurotic may well mask part of his 
organic symptoms, because they blend 
too well into the psychoneurotic sym- 
tomatology,” he said. 

The suicide incidence in the U. S, 
Dr. Roskelley reported, was 10.1 per 
100,000 populatiion in 1953. Incidence 
of insured who have histories of ment- 
al illness indicate 3.4 times the ex- 
pected mortality of psychoneurotics 
and 10 times the expected mortality 
of psychotics due to suicide. 

Amid a volley of edifying statistics, 
he revealed that men will take their 
own lives three times as often as 
women, and foreign born rates are 
higher than native born, correspond- 
ing to rates of the home country. 
City dwellers have a higher rate than 
do those back on the farm, and the 
highest rate in the U. S. is found on 
the Pacific Coast, particularly Los 
Angeles and San Francisco. 

“There are multitudes of conflicting 
social creeds, philosophies and reli- 
gions,” Dr. Roskelley explained, “and 
many cannot decide which to accept 
in the larger cities. It is inevitable 
that some disappointed and _ disillu- 
sioned by the quest will become dis- 
couraged and seek death as the only 
solution.” 


Have Greater Stability 


He attributed the more favorable 
showing in rural communities to “a 
greater stability, a lower divorce rate, 
relatively few childless couples, a 
large number of children per family 
and more unified interests, traditions, 
and beliefs in the family group.” 

The average age for suicide is 46, 
and the rate increases progressively 
after that. Suicide occurs the least in 
December, but then the rate increases 
until May when it becomes the most 
popular way out. Dr. Roskelley ex- 
plained that the physical rigors have 
little to do with the problem, “but the 
hardships of survival associated with 
the emotional feelings of loneliness 
and frustrations during the season of 
mating have great implications . . .” 

Professional workers, notably phy- 
sicians, have the highest rate. Among 
those sharing this uninviting statistic, 
he observed, are insurance agents. 

Death by one’s own hand is more 
frequent among large policyholders 
and in years of economic depression. 
It decreases during wartime when, 
strangely, psychoses become more fre- 
quent. 

As to marital status, divorced per- 
sons have the highest rate and they 
are followed in order of frequency by 
the single and the widowed. Married 
people—who often think they have 
the most reason to—are the least prone 
to suicide. 

“A definitely established fact,” Dr. 
Roskelley concluded, “is that no one 1s 
completely sane, or his day and the 
days of his associates would be ter- 
ribly dull.” 


re- 


Lester O. Schriver, executive vice- 
president NALU, spoke at the Febru- 
ary meeting of Pasadena-San Gabriel 
Valley Life Underwriters Assn. 
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$9.9 Billion Sales 
For Pru In 1959 


(CONTINUED FROM PAGE 1) 
528,000,000 as against $6,960,000,000; 
monthly and weekly debit business, 
$1,600,000,000 as against $1,878,000,- 
000; group, $1,816,000,000 as against 
$2,089,000,000. The group figures are 
for new groups and do not include ad- 
ditions to existing cases. 


New Tax Law Cost Five Points 


Mr. Shanks said the 20-point in- 
crease in before tax investment earn- 
ings—from 3.99% to 4.19%—was re- 
duced to 15 points by the substantial 
increase in federal income taxes under 
the new law. 

New yearly premiums on individual 
A&S sales in 1959 reached a new high 
of $35,866,000, up $4,933,000. More than 
1.6 million persons now have this form 
of coverage. : 

Group A&S sales rose from $22,- 
350,000 to $39,676,000 of annual prem- 
jum. 

At the year-end, Prudential’s assets 
stood at $15,669,000,000, up $937 mil- 
lion. 


Benefits $1,350,000,000 


Benefit payments totaled $1,350,- 
000,000, including $315 million in di- 
vidends. Of the total, living policyhold- 
ers received $915 million. 

Major items in the investment port- 
folio are $6,611,000,000 in mortgages, 
up $322 million; $6,715,000,000 in in- 
dustrial, government and other bonds, 
up $384 million; $406 million of in- 
vestment real estate, up $53 million, 
and $355 million of common stocks, 
up $79 million. 

In reviewing the investment acti- 
vities, Mr. Shanks said Prudential, in 
addition to its mortgage lending and 
its lending to larger industries is mak- 
ing “good progress” in its efforts to 
make financing available to the small- 
er and moderate-sized businesses. 
Through the commercial and industri- 
al loan department, established three 
years ago for this specific purpose, 
more than $300 million has been 
loaned to some 200 companies. 
Through the mortgage department, 
loans have been made to 93 small 
ss for a total of some $10 mil- 
ion. 

During 1959 the unassigned surplus 
tose from $201,158,184 to $240,627,775. 
The additional policy reserve required 
by New Jersey law rose from $655,- 
847,248 to $700,832,371 and an addi- 
tional reserve for fluctuations in se- 


| curities values was set up in the 


amount of $1,517,424. The latter is in 
addition to the mandatory valuation 
reserves for bonds, stocks and mort- 
gages of $241,903,875. 


General American Holds 


| Group Seminar In Okla. 


General American Life’s three-day 
group seminar attended by home of- 
fice officials and all group field men 
was held at Wagoner, Okla. Frederic 
M. Peirce, president, addressed the 
seminar on 1959 accomplishments and 
1960 objectives of the group division. 
Winburne M. Paris, group vice-presi- 
dent, in his keynote address pointed 
to the past year’s increased use of 
electronics in group data processing, 
premium calculation, billing and com- 
Mission figuring. He also discussed 
organizational streamlining in the 
home office and revamping of group 
underwriting. 

Other home office speakers were 


XUM 


LIFE INSURANCE EDITION 


Frank Vesser, agency vice-president; 
Frank P. Aschemeyer, vice-president 
and general counsel; Maxwell J. Loose, 
director of group sales, who was sem- 
inar chairman; L. Wayne Kauble, 
group field vice-president and group 
actuary; Robert N. Stabler, assistant 
vice-president and group actuary; My- 
ron Drummond, group underwriting 
manager; David Murphy and James 
Van Horn, group underwriters. 

Mr. Loose commented on plans for 
semi-annual regional managers’ meet- 
ings at the home office and for subse- 
quent regional meetings. He also di- 
vulged the company’s plans for group 
insurance advertising in Fortune mag- 
azine and previewed the individual 
insurance ad campaign to run in the 
Saturday Evening Post. 

Field men addressing the meeting 
were Frank Downs, Oklahoma City 
group manager; Thomas H. Stewart, 
Chicago group manager, and J. Wiley 
Moreland, Birmingham group repre- 
sentative. 


Beardshear Succeeds 
Osler At Rough Notes 


(CONTINUED FROM PAGE 1) 
manager of American United Life since 
1956. Previously he was manager of the 
field service department and later di- 
rector of sales promotion of Ohio Na- 
tional Life. While at Ohio National, he 
helped write a set of recruiting and 
training manuals for the company that 
attracted national attention. 

Active in Life Advertisers Assn., he 
served as chairman of the North Cen- 
tral Round Table in 1957 and has 
headed its exhibits committee. Last 
year he served as editor of the book 
“Sales Promotion for Life Insurance 
Companies” published by LAA. 

Mr. Beardshear replaces Robert W. 
Osler, who was with Rough Notes Co. 
for 11 years and who left March 1 to 
become president of Underwriters Na- 
tional Assurance, a newly-formed In- 
dianapolis health insurer. 

Connecticut General is financing a 
new research center in Malibu, Cal., 
by a million-dollar mortgage. Hughes 
Aircraft will occupy the center on 
lease. 








Conger Reynolds, director of U.S. 


Information Agency, presents’ the 
agency’s award for distinguished serv- 
ice to Clarence J. Myers, chairman 
and president of New York Life, for 
the company’s success in collecting 
beoks for the people of the Philippines. 
New York Life home office employes, 
in a drive conducted last summer un- 
der the sponsorship of the insurance 
committee of President Eisenhower’s 
people-to-people program, turned in 
almost 72,000 books. 


Awards Presented To 
Postal Life Leaders 


Postal Life, at its general agents con- 
ference in Boston, presented produc- 
tion awards to its leading agents and 
agencies. President George Kolodny 
made the awards presentations. 

Co-General Agents Alvin Wolff and 
Harry A. Hyman, New York, received 
the president’s volume trophy and 
president’s premium plaque as heads 
of the leading agency in both ordi- 
nary volume and premiums. Harold 
DeMian, general agent at New York, 
won the president’s group plaque for 
agency leadership in group volume 

Individual leaders were Dominick 
Dragonetti, assistant general agent of 
the Milton agency at New York, who 
won the president’s cup for ordinary 
volume, and George Ross, general 
agent at Middletown, N. Y., recipient 
of the president’s plaque for ordinary 
premiums. 


Other Volume Leaders 


Agencies receiving president’s vol- 
ume plaques as runners-up in ordin- 
ary volume were Milton, Altschul and 
DeMian, all of New York; Aloisi, 
Huntington Station, N. Y., and Ross, 
Middletown. Karduna Associates, 
Brooklyn, was awarded the leader’s 
volume plaque as the top agency in 
ordinary volume in the leader’s divi- 
sion. 

During the conference, Saul Rosen- 
thal, vice-president and actuary, an- 
nounced that Postal has increased the 
discount on advance premiums to 4% 
and has also raised the interest rate 
on dividends left with the company. 

Joseph M. Fenton Jr., sales promo- 
tion supervisor, introduced new sales 
promotion tools and Emil E. Kaselitz, 
agency secretary, explained Postal’s 
new estate planning service. 

Other speakers were Donald L. 
Smith, director of agencies, who dis- 
cussed the company’s group, member- 
ship organization and wholesale insur- 
ance plans. Edward J. Brown, assist- 
ant director of agencies, moderated an 
underwriting discussion between Mr. 
DeMian and Al Moriondo, underwrit- 
ing supervisor. 


Jackson, Mich., Is Pru 


District Agency Leader 

Prudential’s district agency at Jack- 
son, Mich., has been awarded the presi- 
dent’s trophy for established districts. 
The agency is managed by Aloysius 
G. Patton. 

The trophy for pioneer districts— 
those opened in new territories—went 
to the Beck district agency at Baton 
Rouge. Bruce E. Gillan of the Sud- 
bury, Ont., district agency and Louis 
R. Bologna of Steubenville tied for 
leading agent honors. The Louis John 
staff at Steubenville won the trophy 
for established staffs and the Adam 
Jovicich staff at Houston won the 
trophy for pioneer staffs. 

The Michigan region was awarded 
the regional trophy and the Chicago 
regional home office was named lead- 
er in all round accomplishment. 


Hawaiian Market Good, 


Peirce Advises Agents 
HONOLULU—tThe life insurance 
market in Hawaii is presently good 
and it is going to get even better, 
Frederic M. Peirce, president General 
American Life told a meeting here of 
Assn. of Life Underwriters of Hawaii. 
Mr. Peirce told the agents that their 
job was to sell ideas—the most in- 
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tangible of things. A high order of 
salesmanship is necessary to persuade 
men to give up dollars which would 
be enjoyable to spend today in ex- 
change for purchasing benefits which 
come only in the future and, perhaps, 
for them, never. 

The speaker said agents make their 
own market and it is as limited or 


great as they want it to be. Whatever 
market researchers and analysts have 
to say, the real market for life insur- 
ance is in the mind of man. As long as 
life insurance is believed in, its market 
is real and factual, 


Mr. Peirce said. 
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UMPED OvER THE LAZY DOGs 


A famous and useful sentence, that— 
because it contains all the letters of 
the alphabet, carefully assembled into 
a few well-edited words. 


In JEFFERSON NATIONAL, too, you'll 
find everything from A to Z—every- 
thing that’s timely and pertinent about 
today’s highly competitive life insur- 
ance business. 


@ Skillfully designed new Estate 
Builder plans that defy comparison. 


@ Guaranteed Insurability Rider. 


@ The finest Non-Can A & S and 
Hospitalization plans. 


@ Highly competitive Group portfolio. 
@ Motivating Audio Visual Films. 

@ A “Powerful Idea” Sales Track. 
@ Hard-hitting Direct Mail. 

@ Top Commission Contracts. 

@ Lifetime Renewals. 

@ Financial Assistance. 

© Recruiting Bonuses. 

@ Field Training Seminars. 

@ Agent Group and Pension plans. 
@ Unexcelled Home Office support. 


For details, wire or write 


BYRON C. JOHNSON 
Agency V.P. 























Connecticut General 

J. F. Stark has been appointed man- 
ager of a new brokerage agency in 
Oakland. He was formerly manager 
of the Portland, Ore., brokerage agen- 
cy. Clay Myers, formerly a_ senior 
brokerage consultant, succeeds Mr. 
Stark in Portland. 

L. P. Daniel has been made man- 
ager of the Memphis brokerage agency. 
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Changes In The Field 


He has been an assistant manager 
there. 


Guardian Life 


The Minkler & Herzog agency has 
been appointed district agent in Moun- 
tainview, Cal. Harold Minkler started 
in the business with the Hartford Fire 
group. Harold Herzog formerly had his 
own agency in Mountainview. 


William Wasserman, formerly with 
Occidental of California, has been 
made life department manager. 


Franklin Life 


N. W. Rider, Beeville, Tex., has 
been promoted to area manager. He 
was formerly with American Home 
Life. 


Massachusetts Mutual 


Massachusetts Mutual has appointed 
as district group representatives Doug- 
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Condensed Financial Statement 


ASSETS 


December 31 December 31 December 31 
1959 1958 1957 


U. $. Government and Other Bonds........ $ 83,088,190 $ 77,966,546 $ 64,496,410 


























First Mortgage Loans................................ 84,717,780 77,350,755 78,263,443 
Preferred and Common Stocks................ 1,612,720 1,479,795 1,445,567 
Real Estate, including Home Office Bldg. 437,324 476,782 490,935 
IN I nice acasopecpensacccensstcccceenss 4,700,796 4,711,877 4,847,565 
Loans to Policyowners.........0............0....00 11,989,741 10,602,662 9,886,667 
interest and Rents Due and Accrued... 1,218,913 1,102,162 968,500 
Premiums in Course of Collection.......... 8,068,989 7,560,355 7,097,037 
TOTAL $195,834,453 $181,250,934 $167,496,124 
RESERVES AND SURPLUS 
Reserve to Guarantee Policy Obligations..$156,729,650 $145,186,672 $134,806,940 
Reserve for Taxes 1,806,058 1,715,671 1,409,677 
Reserve for Premiums and Interest 
Paid in Ad ; 3,605,500 3,539,610 3,377,887 
Reserve for Miscell Obligations+ 2,201,598 2,151,212 1,865,124 
TOTAL $164,342,806 $152,593,165 $141,459,628 
| EERE ener Nek eae eee ee 8,000,000 8,000,000 8,000,000 
Unassigned Surplus... eee ee 23,491,647 20,657,769 18,036,496* 
Capital Stock & Unassigned Surplus 
for Pr ion of Policy $s 31,491,647 28,657,769 26,036,496 





TOTAL 


7 Includes Mandatory Securities Valuation Reserve: 
1959-—$491,445; 1958—$417,735; 1957—$318,314. 
* Includes Unassigned Surplus and Special Surplus Funds. 


$195,834,453 $181,250,934 $167,496,124 





A Continuous Record Of Progress -—Since 1909 





Life Insurance Life Insurance Accident and Total Payments Since 

; Yeor in Force Premiums Health Premiums Income Assets Organization ¢ 
19091 $ None |$ None 9,197 9,211 I$ 5,687 |$ 722 
1919 None None 1,213,336 1,234,325 654,673 2,302,315 
1939} 121,240,431 3,490,873 1,976,250 6,512,010 19,839,703 45,187,833 
1949} 412,737,625! 11,469,930 11,574,448 | 26,938,196} 81,078,089 | 99,894,728 
' pitaeg 1527, 487,240: 25,750,901 24,778,378 60,375,346| 181,250,934} 274,758,673 
[uSe2 4,754,989,149 27,889,648) 25,859,343 63,559,529] 195,834,453] 305,365,545 


———— 


BMA reports on its golden anniversary year 1959 


The story of 140,097 people who 
a received §29/AG. 968 


\ (They had security, peace of mind...in time of financial need) 





Service to people is the real story back of 
$29,746,963 in cash benefits paid to 140,097 
BMA policyowners and beneficiaries. This is 
the means of solving or alleviating the special 
financial problems resulting from 

sickness, accidents, retirement or death. 


But, this is only part of the story, for there 
were more than 1,460,000 other persons with 
BMA protection eligible to receive cash pay- 
ments. The constant extension of its services 
to more people is the goal of BMA. 


Many new BMA records were set in 1959: more 
policyowners, more new paid life insurance 
coverage, increased assets and surplus, increased 
investment income. BMA ranks among the top 
5% of life insurance companies in America 

in the amount of life insurance in force. 


We enter the 60s with the confidence born of 


achievement and we look forward to new 
heights of service in the years to come. 


Wt Lh f- 


PRESIDENT 


Business MEeEn’s ASSURANCE 


Home Office: Union Station Plaza, Kansas City 41, Mo. 
LIFE INSURANCE ¢ ACCIDENT and HEALTH 
MAJOR MEDICAL EXPENSE + HOSPITALIZATION 
ANNUITIES + GROUP PLANS « REINSURANCE 


Represented by full time career field representatives in 
40 states and the District of Columbia 


cash benefits 
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las N. Hall, Milwaukee; M. Wayn 
Kane, Peoria, Ill.; Henry C. Murte} 
Jr., Chicago; George A. Stovall, Okla. 
homa City; David E. Hagberg, Ney 
York City; Stanley I. Kusiak, Spring 
field, Mass.; David W. Hawes, Seat, 
tle, and William A. Burke, Cincinnati 


Colonial Life 
Norman G. Mas- 
sey Jr., ordinary 
manager at Lan- 
caster, Pa., has 
been _ appointed 
superin- 
tendent of agencies 
for that area, with 
headquarters at 
Lancaster. Before 
going to Colonial 
he was with Met- 
ropolitan Life and 
Jefferson Stand- 
ard. 


resident 





Norman G. Massey Jj, 


John Hancock 


W. B. Seeskind Jr. has been name 
manager of a new branch office jn 
Baton Rouge of the Irwin agency of 
New Orleans. He has been a district 
manager of Equitable Society and js 
a past president of Baton Rouge Life 
Underwriters Assn. ' 


Manhattan Life 


C. J. Lima Jr. has been appointed 
brokerage manager of the Earls Broth- 
ers agency, Cincinnati. He was pre- 
viously with the William T. Earls 
agency of Mutual Benefit Life at Cin- 
cinnati. 


Equitable Society 

J. M. McLure has been appointed 
manager at Tulsa. Formerly district 
manager in Alexandria, La., he suc- 
ceeds J. D. Booth Jr., who will contin- 
ue as associate manager at Tulsa. 


Security Mutual Of New York 
W. C. Johnson has been appointed 
district group manager at Binghamton, 
N. Y. He was formerly with the group 
claims division. His territory is the 
New York state-New England area. 


Mutual Benefit Life 

Verne R. Relitz has been named 
group representative at the Detroit! 
regional group office. He has been in} 
group sales with Massachusetts Mu- 
tual. 





Prudential 

B. A. McDuffie Jr. and H. E. Slyker, 
training consultants at the Jackson-) 
ville regional home office, have been) 
advanced to district managers at Bir- 
mingham and Sandusky, respectively. 

J. J. Crotty has been promoted to 
associate manager of the M. B. Bay 
agency at Chicago. 


Occidental Of California | 
H. J. Bracken has been appointed | 
general agent at Las Vegas. He was) 
formerly assistant manager there for 
Mutual of New York. 
Joseph Ramsey has been appointed 
assistant branch manager at Fresno, 
Cal. 








Lincoln National Life 
J. J. Moore has been named a su- 
pervisor in the Becker agency at St. 
Louis. He was formerly with Great- 
West Life for four years. 


United Benefit Life 
New general agents in Indiana are 
R. D. Linkous at Indianapolis; J. H. 
Avrett at South Bend; C. T. Brown 
Jr., formerly district manager, at Fort 
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Wayne; Robert DeCourcey, formerly 
district manager at St. Petersburg, 
Fla, at Evansville; Dale Mallon at 
Muncie; Burton Racow at Gary, and 
Jerry Vartelas at Bloomington. 


Western Life, Helena 
Clarence Rareshide has been ap- 
pointed superintendent of agencies for 
Louisiana at New Orleans. He was 
with John Hancock. 


Bankers Life Of lowa 
O. L. Newton Jr. has been appointed 
assistant regional group manager at 
Houston and G. A. Shipley group re- 
resentative at Portland. 


Woodmen A.&L. 


D. C. LaFave has been appointed 
agency manager for Arizona at Phoe- 
nix. He has been agency assistant at 
the home office. 


SURETY LIFE of Salt Lake City 
has appointed Emil Freeman district 
manager at Portland. He was general 
agent at Tulsa for Monarch Life. 


Mutual Of N. Y. Introduces 
Series Of Policy Riders, 


Decreases Some Premiums 

A series of multiple-choice policy 
riders has been introduced by Mutual 
of New York. Ten riders, three of 
them new to Mutual, are being made 
available singly or in combination 
with most individual life plans. 

At the same time, premiums on the 
family income rider have been reduced 
as have larger size policies for women. 
Also, premium discounts on most 
policies over $25,000 have been in- 
creased. . 

The rider series, which Mutual calls 
“Add-On,” permits policyholders to 
have more than one term rider on a 
basic policy and also provides such 
riders as decreasing term for a policy- 
holder singly or for himself and his 
wife jointly; the option to buy life 
annuity income on a guaranteed basis 
to add to a life income provided by the 
policy proceeds; coverage for children 
in families for which family plan 
coverage is not appropriate and liber- 
alized guaranteed purchase options. 

Other riders are waiver of premium; 
double indemnity and even triple in- 
demnity for most public conveyance 
travel; premium protection for a child’s 
policy and double basic protection. 
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OK Universal American, 


General Assurance Merger 
Stockholders of General Assurance 
and Universal American Life have 
approved the merger of the compa- 
nies, effective Jan. 1, 1960. Basis for 
the merger is a stock exchange of 
1.48 General Assurance shares for 
each share of Universal American. 
General Assurance will be the sur- 
viving company, but it will adopt the 
Universal American name. The com- 
pany will have assets of $2,801,368, 
capital of $458,309, unassigned surplus 


of $1,242,032, and insurance in force 
of $37,581,682. The company is li- 
censed in Georgia, Florida, Alabama, 
Tennessee, Kentucky and South Caro- 
lina and plans to expand into other 
states. 


Browning President, Too 

Chairman Gordon Browning of Ten- 
nessee Valley Life has been elected 
president as well, following the resig- 
nation of President George T. Holland. 
Mr. Browning is a former governor of 
Tennessee. 
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Citizens Life Adds High 


Early Cash Value Policy 


Citizens Life has added to its port- 
folio a high early cash value form of 
its non-participating life paid up at 95 
policy. An annual renewable term 
rider can be added to the policy, cov- 
erage under which is equal to the 
cash value of the basic policy. The 
term coverage is convertible up to 
age 60. As with other Citizens Life 
policies, the policy loan interest rate 
is on a reducing scale to as low as 


3% %. 





The GUARDIAN and the Pony Express 


Two riders—premium protection and * 


annuity purchase—are available only 
at the issuance of certain basic policies. 


Western Life To Commence 


Mont. Exodus This Summer 

Nearly a third of the home office 
staff of Western Life will be trans- 
ferred this summer from Helena, 
Mont., to the new home office being 
constructed by St. Paul F.&M. The 
exodus from Montana will be com- 
pleted by the fall of 1961. 

The entire group and A&S depart- 
ments will be included in the advance 
party. Other departments affected will 
be underwriting, policy issue, agency, 
IBM, envelope file and data room. 

Western Life announced its decision 
to relocate shortly after it was acquired 
by Sit. Paul F.&M. in 1957. 


Describes Trip to Russia 


Tri-City (Saginaw, Bay City, Mid- 
land) A&H Assn., at the February 
meeting, heard Paul Souder, vice-pres- 
ident Michigan National Bank of Sag- 
inaw. He described his recent trip to 
Russia. 


St. Joseph, Missouri to Sacramento, California — a 
distance of 1,980 miles — in just 8 days! This dramatic 
feat of the Pony Express in 1860 captured the imagination 


of the people. 


Each rider changed horses three times before hand- 
ing his pouch over to the next courier. Letters cost $5. The 
Pony Express braved violent weather and Indian attacks 
before passing on its glory to overland stages, snorting 
steam locomotives and the onrushing miracles of modern 


transportation. 





ness strikes. 


The Guarpian Life Insurance Company, also founded 


in 1860, has lived through a century of wonders in which 
the incredible quickly became plausible, then accepted — 


and finally obsolete. 


ventured on 
exciting careers 
in 1860 


But the principle upon which The GuaRDIAN was 
founded — delivering life from the tyranny of chance — 
has never become obsolete. Today The GuaRDIAN is one 
of America’s foremost life insurance companies, provid- 
ing protection to hundreds of thousands of families. 


Now, in our 100th year, The GuarbIAN is offering the 
most attractive policies in its history. These include guaran- 
teed renewable plans providing a regular monthly income 
to help meet living expenses if an accident or serious ill- 


Have a talk with your GUARDIAN representative or your 
broker and find out how you can benefit from The 


GUARDIAN’S century of experience in serving America. 


The GUARDIAN Life Insurance Company OF AMERICA 


SO UNION SQUARE, N.Y. 3, N.Y. 





Our Centennial Year 


EW YORK TIMES SUNDAY MAGAZINE, marking GUARDIAN’S Centennial in 1960. 


[ One of a series of ads in NEWSWEEK, TIME, SATURDAY EVENING POST, and the 
N 
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F2eNATIONAL UNDERWRITER 


Use Ot ‘Professional Selectors’ Not New 


(CONTINUED FROM PAGE 6) 


a continuous training program going 
on and is done in sections, with a 
certain number of lessons to each sec- 
tion. The new man waits until a par- 
ticular phase is concluded and then 
begins his training on the next cycle. 
The entire program takes about two 
years. Mr. Schott feels it is wise to 
build up the advantages of the train- 
ing program so the new man under- 
stands the valuable sales tools he is 
receiving. 

Jack Lawrence, general agent Mas- 
sachusetts Mutual Life, dealt with 
supervisory techniques. He opined that 
most general agents and managers do 


a reasonable job of selection and 
training, but there is a great deal to 
be accomplished in the supervisory 
field. He said he has tried several 
methods and has finally come upon 
something which he regards as the 
“best tool he has ever had” for this 
purpose. This is a single sheet devel- 
oped by his agency’s supervisor that 
gives the whole picture of a man’s pro- 
duction from week to week. 

Among other things, the sheet has 
space for names of people the agent 
expects to see next week and what 
he is going to present. It is then very 
simple to check the following week 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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men in each of these categories: 


to grow with our progressive firm. 


If you meet our specifications, 


4444 W. Lawrence Ave. ° 


LIFETIME OPPORTUNITIES 
FOR HIGH-CALIBER MEN 


Bankers Life and Casualty Company, a leader and pioneer in Accident 
and Health Insurance, has now entered the brokerage field. This im- 
portant forward step opens excellent job opportunities for high-caliber 


eo Individual Life Insurance 
Group Life Insurance 
Group Accident and Health and Hospitalization 
Aviation and Special Risk 
The men we want must be strong on sales, with basic underwriting ex- 


perience in one or more of these lines. Qualified men will get in on the 
ground floor, with an excellent starting salary and an unusual opportunity 


WRITE OR CALL—William G. 


Bankers Life and Casualty Company 


Chicago 30, Illinois ° 


> 


Burns, Brokerage Sales Manager 


SPring 7-7000 
JS 








Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


NEW ORLEANS AGENCY OPPORTUNITY 


. . « for qualified man with successful supervisory experience to head established 
Life Agency of large, progressive Eastern company. Includes all lines of Life, Acci- 
dent and Health, Group coverage. Excellent financing plan and training program 
for agents. If you have field supervisory experience and believe you are ready for 
your own agency, write giving complete resume of your background. Your reply 
will be kept in strict confidence. Reply to: 


Box M-74, c/o The National Underwriter 








WANTED—OVERSEAS AGENTS 
Combine Unusual Financial Opportunity 
With Continental Living 
A large, aggressive American Life Insurance 
Company with expanding agencies in the various 
European countries where U.S. military person- 
nel are stationed (Germany, France, Italy 
Spain, and England) is offering top agents 
contracts, bonuses, and numerous fringe bene- 
fits to a limited number of high caliber agents 
selling to military personnel stationed in Eu- 
rope. Agents presently in Europe sold | million 
to 4 miilion in 1959. Wonderful income tax 
advantage for those who remain overseas 1/8 
months or longer. Financing available. For 
further details send complete resume and 


photo to 
John R. McCarthy, General Agent 
European Address: Hauptpostiagernd 
Heidelberg, Germany 








A&S CLAIM ADJUSTER 


This opening offers exceptional opportunity for 
future advancement for young man 25-30 with 
two or more years accident and sickness claim 
experience. Prom Midwest company. Excel- 








ng salary 


eriodic merit increases. 
lary requirement. 





ACTUARIAL 
OPPORTUNITY 


A qualified individual who can assume the 
position of Company Actuary within the next 2 
years. Presently should be an Associate or near 
Associate of the Society. An established Mid- 
western Company with assets of $60,000,000 
and insurance in force of $400,000,000. Write 
in confidence. Box M-48, c/o The National Un- 
derwriter Co., 175 W. Jackson Blyd., Chicago 
4, Hl. 








ADVERTISING — SALES PROMOTION 
Must have creative ideas, especially in direct 
selling aids. Should be good public speaker. 
Will head department and must have ability 
to prepare, execute, and administer entire 
Program. Mutual company over 50 years old 
with progressive philosophy and strong growth 
plans. Situated on West Coost. Reply in con- 
fidence to Box M-79, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, 
Illinois. 
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At the panel session meeting of Chicago Life Agency Managers Assn. From 
left: Freeman J. Wood, general agent Lincoln National Life; Frank G. Lotito, 
general agent Lincoln National Life and president of the managers’ association; 
M. B. Bay, Prudential manager, vice-president and program chairman; John W. 
Lawrence Sr., general agent Massachusetts Mutual Life; N. Wilson Turner, New 
York Life manager, and Robert K. Schott, manager Phoenix Mutual Life. 
Messrs. Wood, Lawrence and Schott were panelists and Mr. Turner the mod- 


erator. 


and see what the man actually ac- 
complished. Since the exact number 
of interviews are shown the week 
previous, the ratio of closings to in- 
terviews leaves no room for “padding” 
the former figure. 

Asked by N. Wilson Turner, New 
York Life manager and panel mod- 
erator, if the agents really gave 
their cooperation in filling out the 
form, Mr. Lawrence said yes. It is so 
simple in comparison to other forms 
they have been more than coopera- 
tive. 

All three panelists are former pres- 
idents of Chicago Assn. of Life Un- 
derwriters, as well as of the man- 
ager’s association. 

Indiana Home Office Underwriters 
Assn. will hold a case clinic at the 
March 9 meeting at Indianapolis. 





OPPORTUNITY FOR THREE 
REGIONAL SUPERINTENDENTS 
OF AGENCIES 


In our expansion program we have created 3 
regions of approximately 4 states each; In the 
South, Southeast and Southwest. It will be your 
responsibility to develop Agencies with these 
tools: General Agent's furnished offices and 
subsidies; Agents financing program, all con- 
tracts lifetime renewals. Complete rate book 
and Special plans-Life only. Starting salary 
commensurate with your ability, plus incentive 
bonuses. Applicants now being considered for 
all three positions. Reply in strict confidence 
giving personal biographical information and 
a complete record of experience to Box M-85, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








LIFE INSURANCE OPPORTUNITY 


Our rapidly pandin pany seeks a 
Training Program Developer with Life Insur- 
ance Sales knowledge, selling experience and 
recognizable writing talent. 

Field sales management or central office sales 
training background necessary to qualify. 
Replies held in strictest confidence should in- 
clude age, experience, education and expected 
salary. 


Send resume to: 
Personnel Division 
Allstate Insurance Co. 
7447 Skokie Bivd. 
Skokie, Illinois 











CAN YOU SELL? 


If so, we need you desperately. Our firm is na- 
tionally known in sales techniques. Starting draw, 
low. A man without courage need not apply. 
Earnings could be substantial with horizons un- 
limited. Reply Box M-83, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, 
Ill. Information confidential. 











| 6 } N nal Underwriter 
| c ‘a $, ml. 





‘Queen E’ Will Be 
Site Of MDRT Rally 
Year After Next 


Canada’s newest and finest hotel, 
the Queen Elizabeth at Montreal, will 
be the scene of the 
1962 annual meet- 
ing of the Million 
Dollar Round Ta- 
ble. The dates are 
July 15-20. 

Lester A. Rosen, 
Union Central 
Life, Memphis, 
MDRT executive 
committee mem - 
ber, who in the 
normal line of suc- 
cession will be 
chairman in 1962, 
said the meeting dates are being an- 
nounced two years ahead to minimize 
conflicts with members’ insurance 
company conventions and meetings. 

The 1961 annual meeting of MDRT 
will be held at the Americana Hotel, 
Bal Harbour, Fla., June 24-29. 


Lester A. Rosen 


Equitable, Iowa, Drops 


Fixed Maximum Limits 


Equitable Life of Iowa is eliminat- 
ing fixed maximum issue limits, and 
the limit for any life now will be based 
upon underwriting considerations. 
The previous maximum limit was 
$400,000. 


Underwriters National Progresses 

Underwriters National Assurance, 
the new Indianapolis health insurer 
organized by a group of life men and 
headed by R. W. Osler as president 
and W. Harold Petersen as vice-presi- 
dent, received its permit for completion 
Feb. 18, making it a corporate en- 
tity, but the company does not antici- 
pate being able to qualify to write 
business before late fall or even early 
winter. Underwriters National will 
operate in the health field only, selling 
on a brokerage basis through life 
agents. 


Connecticut Mutual Life’s Hunken 
agency at Chicago set a new monthly 
production record for company agen- 
cies in January when it paid for $5,- 
015,000 of ordinary coverage. 
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Westbrook L. & C. 
V-P For Southwest 


Life & Casualty has promoted C. L. 
Westbrook from assistant manager of 
the western divi- 
sion to vice-presi- 
dent and manager 
of the southwest- 
ern division, with 
headquarters at 
Houston. In the 
new alignment, 
Texas will be 
known as the 
southwestern divi- 
sion and California 
as the western di- 
vision. 

James Pate, 
mathematician at the home office, has 
been promoted to assistant actuary, 
and Alan Dufton, acting manager of 
the ordinary policy department, be- 
comes manager. 


C. L. Westbrook 


Continental Assurance, 
Casualty, To Build 
20-Story HO Annex 


Continental Casualty and Continent- 
al Assurance are planning to build a 
20-story addition west of their home 
office building at 310 South Michigan 
Avenue, according to Roy Tuchbreit- 
er, chairman. The new structure will 
include space for indoor parking in 
the basement, as well as on the first 
two floors. The building on the south- 
east corner of Jackson and Wabash, 
which is owned by Continental Cas- 
ualty Company, will not be disturbed. 

It is expected that National Fire, 
owned by Continental Casualty, will 
move its western department with the 
exception of the Cook County depart- 
ment to the proposed new building 
and will occupy 50,000 square feet 
with approximately 400 employes. 

Work will begin on the addition as 
soon as the plans are ready. 


Pa. Blue Cross Seeking 
Approval Of Over-65 Plan 


Hospital Service Association of 
Western Pennsylvania (Blue Cross) 
has applied to the Pennsylvania de- 
partment for approval of a hospital 
plan for subscribers age 65 and over. 

A rate of $5.45 a month was pro- 
posed for the plan, which would en- 
title subscribers to up to 26 days of 
hospital care on each admission. How- 
ever, 150 days would have to elapse 
between leaving and re-entering a 
hospital for a subscriber to be eligible 
for another 26 days. 

After four years of continuous cover- 
age under the proposed plan, the 
maximum number of days of hospital- 
— per illness would be increased 
0 33. 
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Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle., Chicago, March Ist, 1960 































Bid Asked 
$ $ 
Aetna Life 84 86 
Beneficial Standard  ...........c00 14 15 
Business Men’s Assurance ......... 402 42 
Cal.-Western States on... 116 
Commonwealth Life ...... 22% 
Connecticut General ...... 377 
Continental Assurance .. 160 
WOME LGC cncccccessevsnsessececsessssscoseree 81 
Great Southern Life 80 
Gulf Life 22 
Jefferson Standard 2.0... 4742 
Kansas City Life .......... 1425 
Liberty National Life 64 
Life & Casualty ............ 2012 
Life of Virginia .......... 51 
Lincoln National Life 255 
National L. & A. ciecceesccssesseeseseeee 110 113 
North American, Ill. 0... 14 15 
Nw. National Life... 97 100 
Ohio State Life ou... sss 59 61 
Old Line Life 2.0.0... ceesesesesesseseeee 68 72 
Republic National Life ................ 84 87 
Southland Life .......eeeee 91 96 
Southwestern Life ...0...........ceee 5542 57%2 
Travelers 8512 8612 
United, Il. 46 48 
U. S. Life 4212 44 
Washington National ................... 53 56 
Wisconsin National Life .............. 41 4212 
= s 
Transamerica Life 
a 

To Be Dissolved 

Transamerica Life, wholly-owned 


subsidiary of Transamerica Corp., is 
to be dissolved. The company was in- 
corporated May 18, 1959. 

Horace W. Brower, Transamerica 
president, said “Now that Transameri- 
ca has acquired a majority interest in 
American Surety of New York, it is 
no longer necessary or practical to 
operate Transamerica Life.” 

Among the subsidiaries of American 
Surety is American Life of New York, 
which writes most forms of life and is 
licensed in 46 states. 


RCA Retonation Center To 


Process Data For Firms 


Radio Corp. of America has opened 
an electronic systems center at 45 
Wall Street, New York City, to serve 
investment brokerage firms, banks and 
insurers. It will be staffed around the 
clock by systems planners, program- 
mers, operators and maintenance ex- 
perts and will process a day’s business 
for any firm for delivery the next 
morning. 

The center will produce premium 
notices and maintain account files for 
insurers. Customers will be charged 
on a work-unit basis rather than for 
rent time on machines, to enable them 
to forecast and control costs. 

Directors of United Fidelity Life of 
Dallas are recommending to stock- 
holders an increase in capital to $3 
million from $2,700,000. 








Life of North 
America has 
opened its first in- 
ternational offices 
at Munich and 
Frankfurt, Ger- 
many. Shown here 
at opening cere- 
monies of the 
Frankfurt office 
are, from left, Ed- 
ward W. Bird, 
manager at Frank- 
furt; John Bed- 
ford, military 


a manager for Ins. Co. of North America, parent company of Life of 
orth America; Leland T. Waggoner, sales vice-president of the life company; 
Otto Schoeppler, INA manager in Frankfurt, and Wayne K. Brenengen, life 


Company manager at Munich. 


Conventions 


March 10, Boston Life Underwriters, New 
England sales conference, John Hancock 
Hall, Boston. 

March 14-16, Life Insurance Agency Manage- 
ment Assn., agency management conference, 
Royal York Hotel, Toronto, Canada. 

March 20-24, National Assn. of Life Under- 
writers, midyear, Louisville. 

March 24-25, Society of Actuaries, eastern 
ro meeting, Mayflower Hotel, Washington 
D. C. 


-March 28-30, Life Office Management Assn., 
debit insurance forum, Sheraton-St. Charles 
Hotel, New Orleans. 

April 11-13, Life Insurance Agency Manage- 
ment Assn., accident & sickness meeting, 
Edgewater Beach Hotel, Chicago. 

April 12, Health Insurance Council, spring 
meeting, Drake Hotel, Chicago. 

April 27-29, Life Insurance Agency Manage- 
ment Assn., combination companies confer- 
ence, Hollywood Beach Hotel, Hollywood 
Beach, Fla. 

New York State Life Underwriters Assn. sales 
caravan, April 27, Buffalo; April 28, Syra- 
cuse; April 29, Albany. 

May 1-3, National Assn. of Insurance Commis- 
sioners, Zone III, Gatlinburg, Tenn. 

May 4-6, National Assn. of Insurance Commis- 
sioners, Zone II, Fort Sumter Hotel, Charles- 
ton, S. C. 

May 5-6, Society of Actuaries, western spring 
meeting, Roosevelt Hotel, New Orleans. 

May 9-10, Assn. of Life Insurance Counsel, 
midyear, The Greenbrier, White Sulphur 
Springs, W. Va. 

May 9-11, Home Office Life Underwriters 
Assn., annual, Sheraton-Plaza Hotel, Boston. 

May 10-12, National Assn. of Insuranee Com- 
missioners, Zone V _ spring meeting, Bilt- 
more Hotel, Oklahoma City. 

May 13-14, New England General Agents & 
Managers Assn., management conference, 
New Ocean House, Swampscott, Mass. 

May 16-18, Insurance Accounting & Statistical 
Assn., annual, Hotel Sherman, Chicago. 

May 16-18, Health Insurance Assn., annual, 
Statler Hilton Hotel, Dallas. 

May 19-20, New York State Life Underwriters 
Assn., spring delegate meeting, Sheraton 
Hotel, Rochester. 

May 19-23, MDRT annual, Hawaiian Village 
Hotel, Waikiki Beach, Hawaii. 

May 25-27, Life Insurers Conference, annual, 
Roosevelt Hotel, New Orleans. 

May 30-June 1, American Life Convention, 
medical section, The Greenbrier, White Sul- 
phur Springs, W. Va. 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Fairmont Hotel, San 
Francisco. 

ee 22-25, Texas Life Underwriters, Browns- 
ville. 

July 7-9, International Assn. 
Counsel, annual, The Greenbrier, 
Sulphur Springs, W. Va. 

July 17-20, Consumer Credit Insurance Assn., 
The Greenbrier, White Sulphur Springs, 
W. Va. 
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July 21-23, National Assn. of Life Companies, 
annual, Skirvin Hotel, Oklahoma City. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 

August 30-Sept. 2, National Insurance Assn., 
annual, di lido Hotel, Miami Beach. 

Sept. 11-16, National Assn. of Life Under- 
writers, annual, Statler & Mayflower Hotels, 
Washington, D. C. 

Sept. 18-21, International Claim Assn., annual, 
Whiteface Inn, Whiteface, N. Y. 


Sept. 21-23, Life Insurance Advertisers Assn., 
annual, Essex House, New York. 


Sept. 26, Fraternal Actuarial Assn., annual, 
Queen Elizabeth Hotel, Montreal, Canada. 


Sept. 26-28, National Fraternal Congress, an- 
— Queen Elizabeth Hotel, Montreal, Can- 
ada. 


Sept. 26-28, Life Office Management Assn., 
annual, Royal York Hotel, Toronto, Ont., 
Canada. 


Flemming Meets With 
A&S Industry Heads 


(CONTINUED FROM PAGE 1) 


manager of Health Insurance Assn., and 
one of the conferees, said that no con- 
clusions were reached at the meeting. 
Other conferees were F. T. Perkins, 
senior vice-president of Aetna Life; 
Frazer B. Wilde, president and board 
chairman, and C. Manton Eddy, vice- 
president of Connecticut General; V. J. 
Skutt, president of Mutual of Omaha; 
Carrol M. Shanks, president, and Ardell 
T. Everett, vice-president of Prudential, 
and Louis C. Morrell and Walter Foody, 
vice-presidents of Continental Casualty. 
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Paul Clark Heads 
Research Fund 


Paul F. Clark, chairman of John 
Hancock, has been elected chairman 
of Life Insurance Medical Research 
Fund for the year. 

Others elected are Edwin W. Craig, 
chairman of National Life & Accident, 
vice-chairman; Andrew C. Webster, 
vice-president of Mutual of New York, 
secretary; Joseph J. Murtha, assistant 
treasurer of Aetna Life, treasurer, 
and James M. Brown of Aetna Life, 
assistant treasurer. 


1959 Ordinary Sales 
Of Mutual Of N. Y. At 
Record $838 Million 


Mutual of New York’s ordinary sales 
in 1959 totaled a record $838.2 mil- 
lion, a gain of 9% and the eighth suc- 
cessive annual rise. Also reported 
were group life sales of $95.8 million 
and another $91.1 million in individual 
policies to members of professional as- 
sociations and other organizations. 

Total life in force, including group, 
reached $7,394,000,000 at the end of 
the year, an increase of $596 million. 

Benefit payments in 1959 totaled 
$229.8 million, up $8.2 million. In- 
cluded in benefit payments are $46 
million in dividends, a 6% increase. 

Assets at year end were $2,697,000,- 
000, a rise of $54 million. Net yield 
was 4.15% before federal income taxes 
and 3.64% after taxes. New invest- 
ments totaled $307.5 million, and were 
made at an average gross yield of 5.- 
36%, the highest rate of return in 
over 20 years. 


Conn. Ciienuel Offers 
A&S On Older People 


HARTFORD—Connecticut General 
has brought out two policies to pro- 
tect older people against the rising 
costs of medical care. One of these 
can be bought beginning at age 61. 
The other, called Extended Hospital 
Expense, can be bought up to age 60. 
Both policies bar termination on the 
sole basis of age or changes in physi- 
cal or mental condition. 

Basic provisions include payments 
up to $20 a day for hospital room and 
board, $400 for surgical fees and $300 
for doctors’ calls in the hospital. Both 
policies cover immediate family mem- 
bers. Children are automatically cov- 
ered eight days after birth under the 
Extended Hospital Expense policy. 
This policy also provides maternity 
benefits that go beyond the typical 
predetermined lump sum reimburse- 
ment. Extended hospital stays or phy- 
sical complications will qualify for 
regular benefits. The plans have been 
approved in 46 states. Approval is 
pending in California, Indiana and 
New York. 


Life Insurance Values 


Stressed In Pamphlet 

A pamphlet that Connecticut Mutual 
Life has published measures perman- 
ent life against other kinds of invest- 
ment in regard to safety of principal, 
rate of return, liquidity, tax position, 
and’ general convenience. The pam-. 
phlet, called “Is Life Insurance a Good 
Investment Today?” also deals in lay- 
men language with the problem of 
inflation and fixed income securities. 

The pamphlet states that “perman- 
ent life insurance is the same excel- 
lent investment today that it has been 
for more than 100 years.” This thesis 
is backed by 40 pages of explanation. 
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FieNATIONAL UNDERWRITER 


SEC Decisions On Variable Annuity Offer Slight Assistance 


obligated to reinsure all risks on life 
and disability insurance which they 
write. 

Need Not Register Policies 


“These same factors were also the 
basis for a further exemption relieving 
the companies from the necessity of 
registering their life and disability in- 
surance policies under the securities 
act of 1933. 

“Exemption was also granted the 
companies to permit them to collect 
the sales charges on their variable an- 
nuity contracts over an assumed pay- 
in period of 12 years in the VALIC 
case and 10 years in the EALIC case. 
The act requires that where, as here, 
an. investment company’s securities 
are sold on a periodic payment plan 
basis with a larger sales charge im- 
posed in the first year than in later 
years, the sales charge must be spread 


(CONTINUED FROM PAGE 1) 


over the life of the plan so as to aver- 
age not in excess of 9% of all the pay- 
ments. 

“In the case of VALIC, the sales 
charge is 50% of the first year’s pay- 
ments and 5% of the payments for the 
next 11 years; and in the case of 
EALIC, 40% of the first year’s pay- 
ments and 5% of the payments for the 
next nine years. 

“Since the larger first year’s sales 
charges are, in effect, prepayment for 
future purchases and services, the act 
requires that the net proceeds of these 
periodic payment plans be placed in 
a separate trust with a bank, thus in- 
suring fulfillment of the plan in the 
event the sponsor should abandon it. 

“The commission exempted the ap- 
plicants from this separate trust 
requirement in view of the protections 
provided by the insurance laws to 
which they are subject; but this ex- 
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emption does not relieve them from 
the act’s requirement that the charges 
to be made by the companies for ad- 
ministering the contracts shall be in 
such reasonable amount as the com- 
mission shall prescribe, and jurisdic- 
tion was reserved for this purpose. 

“The administrative and _ other 
charges which the companies propose 
to deduct are, in the case of VALIC, 
5% of the payments in the first year, 
9% in each of the next 11 years and 
11% thereafter; and in the case of 
EALIC, 10% in the first year, 7% in 
each of the next nine years and 8% 
thereafter. VALIC proposes to deduct 
from the value of the contract holder’s 
interests an annual administrative 
charge of 1.8% of such value, and 
EALIC proposes to deduct 1% of such 
value annually with the right to in- 
crease the deduction to 1.8%. 


Public Interest Paramount 


“The commission noted that in order 
to grant the requested exemptions it 
was required to find such exemptions 
in the public interest and consistent 
with the protection of investors, and 
that it could make such findings only 
upon the expectation that the compa- 
nies will revise the insurance and oth- 
er terminology of their contracts which 
impede, rather than foster, a clear un- 
derstanding of their effect. 

“A request for exemption from pro- 
hibitions of the act against transac- 
tions with affiliates to permit the 
companies to make advances or bonus 
payments in unlimited amounts to af- 
filiated persons was denied by the 
commission in view of the possible ad- 
verse effect of these ‘insider’ transac- 
tions on the companies’ common stock- 
holders. The commission indicated it 
would consider any modified request 
which appropriately limits the amount 
of such advances or bonuses. 

“The commission refused to enter an 
order permitting the companies to lim- 
it their group variable annuity con- 
tract holders to one vote if the local 
insurance law does not so require. All 
other variable annuity contract hold- 
ers and the common stockholders, as 
required by the act, will be entitled to 
vote according to their financial inter- 
ests in the company. 

“The commission also refused to re- 
lieve the companies from the prohibi- 
tions of the act against postponing for 
more than seven days after a request 
for redemption is made the payment 
of the redemption value of the variable 
annuity contracts. 


Group Price For ‘Approved’ Plans 


“In the EALIC case, an exemption 
was denied from the act’s requirement 
of a uniform public sales price for re- 
deemable securities. EALIC sought this 
exemption to enable it to sell its vari- 
able annuity contracts to individuals 
who combine their separate purchases 
to obtain the more favorable group 
contract prices. 

“In both the VALIC and EALIC 
cases an exemption was granted, con- 
sistent with the commission’s exemp- 
tive rule 22d-1(e), to permit a lower 
public sales price on group contracts 
sold to pension or profit-sharing plans 
qualified under the internal revenue 
code. 

“The decision recognizes that, apart 
from the corporations themselves, the 
variable annuity arrangement involves 
separate investment companies either 
as a ‘fund’ or ‘trust,’ comprised of the 
variable annuity contract holders and 
the proceeds of their payments. The 
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commission exempted these separate 
investment companies from registra- 
tion under the act, since VALIC and 
EALIC are both registered under the 
act and the contract holders thus re- 
ceive its protections.” 

In spite of the exemptions granted, 
the decision still confronts the variable 
annuity companies with extremely 
stringent conditions to meet. This is 
largely because the commission ap- 
pears to be trying to force them into 
the investment company pattern and 
out of the life insurance pattern. For 
example, the terminology has to be 
changed from life insurance and an- 
nuity terms to those in keeping with 
investment company usage, even in 
places where the insurance terminol- 
ogy is obviously the proper one to use. 


Seven-Day Redemption A Problem 


One of the toughest problems is the 
seven-day redemption requirement. 
This means that calculations of re- 
serves and redemptions must be on a 
weekly basis, which imposes an intri- 
cate and costly accounting problem. 

Also, the SEC’s requirement that the 
companies reinsure all life insurance 
and disability business connected with 
the variable annuity contracts or is- 
sued by itself adds to the complica- 
tions without adding any significant 
safeguard. 


Limited To One Class Of Stock 


Variable Annuity Life will have to 
change its capital structure to elimi- 
nate the present class A non-voting 
stock and have only one class of capi- 
tal stock outstanding. 

A Variable Annuity Life spokesman 
said it would take about a month to 
appraise fully the effect of the SEC 
action and determine what effect it 
will have on the company’s method of 
operation and the length of time need- 
ed to get on an operating basis that 
will not run afoul of SEC. 


Lincoln National Revises 


Family Protection Rider 

Lincoln National Life is revising the 
Family Protection Rider from a limited 
pay basis to a continuous payment 
plan, and the previously existing limit 
on the maximum amount of the rider 
in relation to the basic policy is being 
removed. 

Rates for the new rider are the 
same as the basic rates for the Family 
Security Policy. The revised version 
has several advantages: Lower premi- 
ums due to the continuous payment 
plan; elimination of previous maxi- 
mum limits of $20 per $1,000 for peri- 
ods of 10 to 20 years, $15 per $1,000 for 
periods of 21 to 30 years, and $10 per 
$1,000 for periods of 31 to 50 years; 
minimum limit of $25 monthly income 
($2,500 basic policy) compared to $50 
minimum on Family Security Policy. 


Marks Agency Pays For $48 Million 

The David Marks agency of New 
England Life, New York, paid for more 
than $48 million of ordinary life busi- 
ness in 1959, a gain of $10 million. 
The agency has rented additional space 
in the Tishman building, 666 Fifth 
Avenue. 
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LIFE INSURANCE EDITION 


{ctuarial Analysis Of Association Group Is Released 


pership must be intelligent enough to 
appreciate the need for the product 
and prosperous enough to buy it. 
inally, it is essential that the mem- 
ership be in a small geographical 
hrea. Widely scattered membership 
means trouble. 

“Even a strong association by no 
eans guarantees the success of a 
group life program. The leadership 
of the association may push the pro- 
gram continuously and energetically 
and this raises a second common prob- 
Jem: Leaderships often change annual- 
ly in American associations. 


Full-Time Staff A Big Help 


“Very frequently the leadership 
which enthusiastically adopted a group 
plan will go out of office before it is 
in effect, and the new set of officers 
is not keenly enough interested in 
the program to put it over the rest of 
the way. The best situation would be 
an association with a permanent full- 
time staff with large authority, who 
could be depended upon to follow 
through over several years.” 

Discussing “guaranteed issue” indi- 
vidual policies the report says: 

“This is a regimen under which a 
life insurance company may issue in- 
dividual insurance policies on a mass 
basis, without individual evidence of 
insurability. At first sight, this might 
seem to bring together the advantages 
of both the group approach and the 
individual approach. This view may 
be too hasty. Life insurance compa- 
nies are reluctant to dissipate their 
surpluses. It is doubtful that any 
cheaper life insurance can be had via 
this route than any other. 


Agent’s Service Is Less 


“Notable is the fact that the com- 
pensation to the field underwriter is 
usually reduced under this form. His 
services to the insured must be modi- 
fied regardless of the expectation of 
the insured on the basis of receiving 
an individual policy. 

“In any event, if group insurance 
for associations is sound, then it might 
be argued that ‘guaranteed issue’ is 
merely a half-way point and not a 
very satisfactory one, at that. The 
healthy insured may have his rate of 
savings slowed in the savings ele- 
ment because he chose to pool his life 
insurance risk with his fellow mem- 
bers.” 

On the administration problems and 
costs in connection with association 
group, the report has this to say: 

“There are two main jobs in ad- 








ministering an association group plan. 
The first one is the solicitation of new 
members. This must be vigorously 
pressed in order that participation 
will continue to qualify the plan. Oc- 
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casionally old members may be re- 
solicited—providing this is done sys- 
tematically on an _ association-wide 
basis, so as to avoid picking up mere- 
ly the newly-impaired lives. 


Collecting Premiums Is Costly 


“The second and more costly job 
is the collection of premiums, for it is 
rare that the insurer is willing or 
able to collect the insurance premi- 
ums from the individual members. 
This operation may be given to the 
association, and here a well trained, 
efficient staff is of special value. Con- 
tributions are likely to be made 
monthly, again adding to the book- 
keeping chore. The association head- 
quarters remits the premium collected 
in one sum to the insurer. 

“Sometimes the association is allowed 
a collection fee on premiums paid. 
The amount may be from 1% to 3%, 
depending on the amount of work 
done and the size of the case. The 
insurance broker may assume these 
services, in which case the insurance 
company would usually allow the col- 
lection fee to the broker in addition 
to his commission.” 

Getting around to the crucial point 
of comparative costs, the actuaries’ 
report says: 

“The principal attraction for asso- 
ciation group insurance is no doubt 
the expected savings in insurance 
costs. 

“An analysis has been made of the 
average annual administrative costs 
of four types of individual policies, 
and finally, of group insurance. Ad- 
ministrative costs on the individual 
policies were found as the difference 
between net premiums collected and 
benefits paid over a 20-year period 
from age at issue 35. Gross premiums 
are those on a $10,000 policy. Death 
benefits paid were considered to fol- 
low the Intercompany 1946-49 Select 
and Ultimate Mortality Table, 
which was based on an _ extensive 
mortality study of medically exam- 
ined individual life insurance. All 
gross premiums, dividend payments, 
cash values, death benefits and costs 
were valued at 3% interest. The per- 
centage of premium costs are percents 
of the net premiums after dividends.” 


Table Of Costs Given 


Then comes a table of indicated av- 
erage annual administrative expenses 
shown in dollars per $1,000 and in 
percent of net premium: 20 year term 
participating, $3.31 and 45%; whole 
life participating, $1.42 and 7.8%; 20- 
year term non-par, $5.60 and 58.1%; 
whole life non-par, $3.95 and 20.2%. 
Association group with $10,000 in an- 
nual premiums, $4.55 and 35%; as- 
sociation group with $50,000 in an- 
nual premiums, $2.10 and 22.6%; as- 
sociation group with $500,000 in an- 
nual premiums, $1.54 and 18.9%. 

“The individual policy par costs will 
be realized if currently projected divi- 
dends are realized,” the report points 
out. “Group insurance net premiums 
depend, of course, on loss ratios; the 
figures given assume loss ratios of 60% 
to 65%. Such ratios on association 
groups can be achieved by careful 
underwriting and administration.” 

Discussing advantages claimed for 
association group other than that of 
low cost, the report states: 

“An obvious one is that all mem- 
bers may obtain insurance if they are 
actively engaged in professional work. 
The red tape and expense of medical 
examinations is eliminated and mem- 


bers with slight impairments or even 
very serious impairments obtain life 
insurance. The elimination of indivi- 
dual underwriting expense is a genu- 
ine saving. A fallacy is contained, 
however, in assuming that it is to the 
advantage of every member for each 
member to be able to get insurance 
regardless of health. 

“Over any extended period, the 
group insurance rates are always such 
as to support the expenses incurred 
plus the benefits paid. If a few unin- 
surables cause higher claim losses, the 
extra cost of this must be borne by 
the members in good health. Thus, 
aside from an altruistic satisfaction in 
seeing fellow members covered by in- 
surance who couldn’t otherwise get it 
the healthy member does not derive 
any advantage through mass _ issue, 
and he will pay a higher cost. 


Can Be A Mixed Blessing 


“It is sometimes maintained that as- 
sociation benefits, such as life insur- 
ance, add to the prestige and cohe- 
sion of the group. It may be an ad- 
vantage of membership, attracting new 
members who otherwise might not 
have joined. This can be a mixed 
blessing if the insurance becomes at- 
tractive to non-members in precarious 
health. In any event, the retiring 
national commander of the American 
Legion just indicated disappointment 
in the fact that its group insurance 
program had failed to attract any num- 
ber of new members.” 

Analyzing the disadvantages of 
association group, the report of the 
actuarial firm says: 
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“Sometimes a group insurance plan 
will fail, and this may lower the 
prestige of the association. Group in- 
surance does not commonly carry with 
it the same amount or quality of 
services that individual insurance 
brings. Some settlement options may 
be unavailable. The advice and coun- 
sel of an individual underwriter will 
generally be absent. The member is 
offered only one amount of insurance 
under one plan, without regard to his 
individual needs. 

“The administration of the plan by 
the association staff may occupy time 
better given to more important mat- 
ters. This administration will be in- 
efficient if the staff has no insurance 
experience. If participation falls and 
the insurer terminates the plan, some 
newly uninsurable member who badly 
needs the life insurance will be left 
without any. Rate increases are very 
difficult to handle, as many members 
will drop out rather than pay.” 

Here is the report’s conclusion as 
respects group life insurance for as- 
sociation groups: 

“It is our opinion that with prop- 
er limitations and under the condi- 
tions given, a group life insurance 
program for professional associations 
has some merit. It is of social value 
if it encourages and promotes provi- 
sion for dependents. Its cost is mode- 
rate. Underwriting is difficult but can 
be accomplished. While it need not and 
should not replace an individual insur- 
ance program for each professional 
man able to afford it, it would seem 
to have appeal as a supplement to a 
personal program.” 

The section of the report covering 
professional association pension plans 
will be described in a subsequent is- 
sue of THE NATIONAL UNDERWRITER. 
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Costs more than a manual—or does it? 


You can modernize your manual typing sta- 
tions with IBM Electric typewriters for less 
than 2% of the yearly cost of maintaining the 
stations. Add the benefits of increased produc- 
tion, improved morale, better-looking work, 
and you'll see why we say that this modern 
method of typing is actually the low-cost way. 


With the IBM Electric, typists can turn out 
more work because electricity does most of 
the manual labor, takes the drudgery out of 
typing. In addition, a large number of crisp, 
legible carbon copies is possible from just one 
typing, thus eliminating, in most cases, costly 
““double-typing.” With typing fatigue reduced, 


many companies report, typists’ morale is 
improved and employee turnover is reduced. 


The typing itself is always clean, sharp and 
uniform, unaffected by the variable touch of 
the typist, because electricity does the work. 
This is advantageous when a single large 
job is divided among several typists, and 
particularly important in the Life Insurance 
industry, where written communications or 
documents play such a vital part in everyday. 
operations. Whether it be a Policy, Group 
Proposal or an Estate Plan, the IBM Electric 
will turn out a finished product that will be 
truly representative of your onganization. 


Dependable IBM service, too, plays an impor- 
tant role in saving you money on your type- 
writer investment. Courteous IBM Customer 
Engineers, thoroughly trained in every function 
of this precision typewriter, keep your IBM 
Electrics working at their very best for years. 


If you need still further proof that this fine 
electric is a sound investment, consider the 
fact that it consistently brings top trade-in 
price. Then call your local IBM office and ar-- 
range to have our representative demonstrate 


how the IBM Electric can 
keep your costs down. We IB 
think you’ll be impressed. ® 


ELECTRIC TYPEWRITER DIVISION 
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